


BOOT ann SHOE 
RECORDER 


with which is combined 


THE SHOE RETAILER 
VOLUME 110 NUMBER 3 CHESTNUT AND 56TH STS., PHILADELPHIA, PA. 


Sales Office 
SEPTEMBER 19,1936 2. west 39TH STREET NEW YORK, N. Y. 


’ ail 


EVERIT B. TERHUNE, President 


Vice-Presidents . 
ARTHUR D. ANDERSON Fashion Future of Footwear Assured.................. 22 


H. WALTER SCOTT i 
eimneeaiis’és aeieian The Editor's Outlook. ....... Ci eR Peete | ae 


LAWRENCE F. DUTTON 
HUGH M. BOWEN 
SAMUEL G. KRIVIT ES , ees lake ese Ny ee seees pieanes 26 


SS aa 
EDITORIAL STAFF We 1 ee a a 






















IN THIS ISSUE 













First to Anticipate Spring—A Pictorial Fashion Feature... 25 













ARTHUR D. ANDERSON, Editor NN eck c ccc ccccccececcwan 32 
RAYMOND L. FITZGERALD, Managing Editor 
OWEN A. THOMAS, Associate Editor ee rr «sth. aa 
140 Federal Street, Boston, Mass. 36 
HARRY R. TERHUNE, Field Editor awn ooh .a ee. e. TS eS 
201 0 Drive, West Los Angeles, Calif. 
eS apameue unas Ke NS Sy er ee 4\ 
RUTH HARRINGTON, Fashion Editor 
JOHN J. REILLY, Art Editor How Can Robinson-Patman Law Affect Retailers? . : a a 
HERBERT B. GOODRIDGE, Make-Up Edit : 
oe 6 I ce ewe wens ee vad . 44 





RAYMOND H. GOODRIDGE, News Editor 





Mee MewStceo oo. ce. i ee cece $) ee 







Copyright 1936 by Chilton Company (Incorporated) 


Owned and Published by 


















CHILTON COMPANY ' ADVERTISING STAFF 
Incorporated 
Ss. G. KRIVIT, E. B. TERHUNE, JR., L. DUTTON P. LINGHAM, GOR- 
Siciiidiien \tiaieias SAM R. FOGEL, 239 West 39th St.. DON SCOTT, REDERICK A RUS. 
ona ‘ New York, N. Y. Telephone: Pennsyl- SELL, 140 Federal St., Boston, Mass. 
Chestnut and 56th Streets, Philadelphia, Pa. vania 6-110 s Telephone: Liberty 4460. 
Cc. A. MUSSELMAN, President B. C. BOWEN, PHILLIPS. G. TERHUNE. 
FRITZ J. FRANK, Executive Vice-President State St. cane iil, Telephone: 
bs Rapa i csipesgaa H. WALTER SCOTT, Ch 56th 
bre ys > le Ss - estnut & t 
ee ee HUGH M. BOWEN, 1627 Locust St., St. Sts, Philadelphia, Pa. Telephone: 
JOSEPH 8. HILDRETH Louis, Mo. Telephone: Garfield 3347. Sherwood 1424. 





GEORGE H. GRIFFITHS 
EVERIT B. TERHUNE 
ERNEST C. HASTINGS Member, Audit Bureau of Circulations: Member, Associated Business Papers 


WILLIAM A. BARBER, Treasurer Published every Saturday. Subscription Price: United States and Possessions, Mexico, Cuba, $3.90 
JOHN BLAIR MOFFETT. Secretary Canada, $2.60 extra; Foreign, $10.00 a year. Single copy 25 cents. 











BOOT AND SHOE RECORDER, September 19, 1936 


os. 
































‘ a “PHE woman who wears Tweedies not only enjoys their 
\\) remarkable fitting qualities and long wear, but also expe- 
riences a high degree of satisfaction in knowing she is smart to 

A the tip of her toes. Likewise, the merchant that features 


eae Tweedies does so completely confident that each Tweedie 
pattern has a distinct place in the fashion picture. 


Thus, authentic styling, plus the beauty of quality that comes 
of consistently high standards season after season, has estab- 
lished Tweedies as the stand-out line in its 
price range. Tweedie Footwear Corpora- 
tion, Jefferson City, Missouri. Shoemakers 
since 1874. 
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VOICE of the TRADE 


SHOE wear increased by 91,000, 
000 pairs between 1914 and 1935, 
or from 292,000,000 pairs in former 
to 383,000,000 pairs in the latter 
year. The rate of wear increased 
by rising 4,000,000 pairs per an- 
num for an average. But the records 
show that it increased by jerks, 
jumping up to a new peak one year 
and slipping down to a low mark 
the next. 
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So far, there’s no known way to 
keep the shoe trade going steadily 
like clock work. 

While shoe wear was increasing 
by 91,000,000 pairs from 1914 to 
1935 shoe wearers were increasing 
by about 30,200,000. The rough 
figuring is that the additional shoe 
wearers maintained the average rate 
of three pairs per person per an- 
num. 

It looks from the side lines as if 
shoe merchants had done a pretty 
good piece of work in maintaining 
the rate of shoe wear, and increas- 
ing the amount of shoe wear during 
a period of twenty-one years. 

There’ve been divers things 
against shoe wear and increase in 
sales of shoes. Consumers have 





split their dollars into smaller parts 
so as to spread them over more 
items. Walking habits are not what 
they used to be, and a multitude 
ride instead of walking on leather. 
In the face of these and other ad- 
verse circumstances, the shoe stores 
have maintained their sales at the 
standard rate of approximately 
three pairs per year to the cus- 
tomer. 

But there are also other things 
favorable to shoe wear and increase 
in sales. The style factor has, in 
many instances, sold two pairs 
where but one was sold before, 
especially in the women’s trade. The 
diversification of types of shoes, 
and of uses for shoes, like “shoes 
for the occasion” and also the 
adapting of prices to circumstances, 
have all been favorable to maintain- 
ing the rate of wear, and increasing 
the volume of sales in proportion to 
the increase in population. 

So much is of the past, and the 
problem of the moment is to keep 
up the rate of wear and the increase 
in volume of sales. 


* * * 


EMIL H. STRASSBURGER re- 
turns on the Queen Mary after a 
study of footwear fashion and 
color in London, Paris and con- 
tinental watering resorts. There is 
a desire for more exotic evening 
footwear, he concludes, after a sur- 
vey of the fashion trend. In prepa- 
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ration for the coronation, the en- 
tire world wants an opportunity “to 
go festive.” Several of his cus- 
tomers in London and Scotland 
report excellent business on Ameri- 
can shoes. 

* * * 
FFEATHERWEIGHT leather for 
shoes is new, and that’s a reminder 
of the shoes that are made of feath- 





ers by the primitive natives of Aus- 
tralia. There’s a pair of them in 
the museum of the United Shoe Ma- 
chinery Corporation in Boston. 
They’re tracking shoes. The war- 
rior, wearing them, can creep up on 
the foe as silently as a cat on a 
mouse, and if friends of said foe 
start to follow him after the fight, 
they find that his feather shoes 
leave no footprints to follow. 


* * * 


“GOOD Shoes Deserve Good 
Stores” is the title that has ap- 
pared on many RECORDER stories 
during the past months and here, 
there and everywhere new stores 
are telling the public “Come in and 
enjoy with us our new store.” 
Hearn’s in New York do it with 
pictures; and the heading across 
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six columns shows a customer in 
five poses—caption: “Oh . . .My 

.. Its... Simply. . . Amaz- 
ing”; and says: 

“Picture of a customer revisiting 
the new, enlarged Hearn’s: ‘It’s the 
most wonderful change I’ve ever 
seen! They’ve widened aisles, en- 
larged departments . . . beautified 
the store! Just what every woman 
in New York has been hoping 


f 9 
or: 
x * * 


EN a more dignified way, on an en- 
graved formal announcement for- 
mat, we read: 


“The Management of NAPIER’S 
BOOTERIE happily announces as 
a gesture of confidence, and in the 
spirit of progress, the Grand Open- 
ing of its Newly Remodeled Salon 
presenting a new setting that main- 
tains the twenty-two year old tradi- 
tion of Napier’s and reflects in its 
exquisite beauty that superlative 
quality to which Napier’s owes its 
unquestioned leadership. 

“The pleasure of your company 
is requested Monday Evening, Sep- 
tember 14th, 1936—309 South 16th 
Street, Omaha, Nebraska.” 


* * * 


S*IPISTRIBUTION and Public 
Relations” will be the topic of the 
Boston Conference on Distribution, 
to be held in Hotel Statler, Boston, 
on Sept. 28 and 29. Among the 
speakers on the list are Dr. Julius 
Klein, Dr. Paul T. Cherrington, Dr. 
Paul H. Nystrom, Prof. Harwood 
L. Childs, and Col. Clarence O. 
Sherrill. 

Daniel Bloomfield, manager, says 
that registrations by merchants in- 
dicate the largest attendance on 
record. 


} 














* * * 


YELLOW back kangaroo contin- 
ues a top grade stock for uppers of 
football boots, the kind that retail 
at better than $10.00 a pair. The 
kangaroo is tough because Nature 
made it that way. And it has just 
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SMART GUYS 





—What is a smart guy? 

—At a recent Harvard Tercenten- 
nial Session, Sir Arthur Eddington 
read a paper con "The Cosmical 
Constant and the Recession of 
the Nebulae.” 

—Tullio Levi-Civita's topic was 
“Astronomical Consequences of 
the Relativistic Two-Body Prob- 
lem." 

—These gentlemen must be smart 
guys because | doubt if you, and 
| know that | don't know what it's 
all about. 

—But being a smart guy is a matter 
of relative importance. 

—A manufacturer who can make a 
product and consistently sell it at 
a profit is a smart guy. 

—Likewise, the merchant who retails 
that same product at a profit. 

—And if the workers, and sales- 
people and consumers in this chain 
of operations are satisfied, then 
the manufacturer and the mer- 
chant can be considered remark- 
ably clever guys. 

—So, don't develop an inferiority 
complex if you can't write a 
learned thesis on More 
Abstruse Phases of the Biological 


Sciences." 


Secs 6 Tee. 


President 





the right elasticity for foot work, 
always fast and intricate in foot- 
ball. The skins are vegetable 
tanned, and that’s what gives the 
leather its yellow back and _ its 


name. 
a. 4 & 


CORDOVAN in Spain was fa- 
mous as a shoe center before Co- 
lumbus discovered America; and 
to this day, shoemakers of the hand 
school are called cordwainers, af- 
ter the Cordovans who made fine 
shoes. 

Spain makes approximately 
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7,000,000 pairs of shoes annual- 
ly, according to the United States 
Department of Commerce reports. 
That’s doubtless factory machine 
production, not cordwainer or hand 
production. 

The United Shoe Machinery Cor- 
poration has agencies in Spain and 
so does the Turner Tanning Ma- 
chinery Co. 

The Moors introduced the mo- 
rocco process of tanning into Spain 
more than five centuries ago. The 
English learned it from the Span- 
ish tanners in the time of Queen 
Elizabeth and the pioneers brought 
it to America. 

Spain sends kidskins and sheep- 
skins to this country, and the glove 
and garment trade uses more of 
them than does the shoe trade. 


& * * 


wer SDA 
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ERNEST H. KENDALL of Mil- 


waukee, Wisconsin, says: 

“You certainly are opening the 
eyes of the salespeople about fit- 
ting children’s shoes. Keep up 
that good work for we in the 
children’s field have felt neglected. 

“The pledge of service to me 
is a fine piece of work on your 
part and I am anxious to find out 
what some of the retailers think 
of it. How many signed up? How 
many question the word prohibit? 
How many would prefer the word 
discourage? I must give it more 
thought before I give you my defi- 
nite decision. It has started me 
to really studying the matter. 

“Kindness —the greatest thing 
in the world.” 

“Kindness — the greatest need 
in the world.” 





* * * 


6A FITTING Resolution” ap- 
pears on the third cover of this 
season’s Nunn-Bush catalog—as 
follows: 

“Believing it the duty of every 
shoe man to sincerely serve the cus- 
tomer’s interest, I hereby pledge 
myself to unceasing study of the art 
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of fitting feet. I promise to keep 
alive in my heart the ideal of dis- 
pensing true comfort. May I never 
slip to the level of simply selling 
shoes. 


“May I unfailingly remember 
that a finely made shoe is meant to 
be the home of happy toes—that on 
my judgment and my responsibility 
rest the dispositions, the business 
success, perhaps the health and 
very life of those who sit before me 
at the fitting stool. 

“I promise to keep uppermost in 
my mind the best lore of my call- 
ing, which teaches that a short fit 
is the source of most ills that feet 
and shoes are heir to. I would be 
worthy of the customer’s trust. I 
would protect him from the lurking 
evils in ‘the same size as before.’ To 
‘this end I pledge my ceaseless effort 
to compensate for growth, for in- 
creased weight, and the elongation 
of the foot that comes from a busy 
day. I will not forget the Army 
last minimum of one inch elonga- 
tion clearance between tip and toe, 
nor overlook the fact that dress 
lasts require more as they range 
from broad to narrow toes. 

“Realizing that the customer’s 
knowledge is usually confined to 
the elementary factors of size and 
width—and that he can know little 
of last differences for accommodat- 
ing various types of feet, I will al- 
ways help him to appreciate the 
reasons when a change in size or 
width seems necessary. I will ex- 
plain the importance of proper 
measurement from heel to ball, of 
seeing that the large toe joint coin- 
cides exactly with the sharp turn of 
the sole just forward from the in- 
ner arch, a position on which every 
other conformation of the shoe de- 
pends. 

“If in any of my fittings I should 
err, if my skill should prove too 


meager and my gleanings of lasts © 


too few—I pray that my error be on 
the long side. It is better that the 
toes have too much freedom than 


that they be confined in the perspir- 
ing hell of a too short shoe.” 


* * * 


THE Armour Magazine says that 
90 per cent of the ticks have been 
exterminated after a fight of thirty 
years against them by the U. S. 
Department of Agriculture. 

That’s news for shoe and leather 
men, as well as for farmers. The 
tick is an arachnid. He gets onto 
the pelt of the cow and chews holes 
in it. Tanners cannot fill up the 
holes like a mechanic can plug 
up a hole in a board with plastic 
wood. So millions of dollars worth 
of leather have gone to waste, or 
at least, have gone to feed billions 
of ticks instead of being made up 
into shoes. 

However, the U. S. Department 
of Agriculture reports that 90 per 
cent of the ticks have been exter- 
minated, after a fight of 30 years 
against them, and the department 
hopes to get rid of the rest of them. 


Already, the fight against ticks, 
tiny animals, six-legged when small 
and eight-legged when grown up, 
has saved millions of dollars worth 
of leather. 

WILLIAM D. CAMP, president 
of the Executive Service Corpora- 
tion of New York, after a long 
study of employment in this coun- 
try, makes this interesting observa- 
tion: 

“Only one and one-half per cent 
of our population has the true im- 
aginative genius for business con- 
trol.” 

Mr. Camp reports that his organ- 
ization recently placed a 69-year 
old man in a $6,000 job as a com- 
pany controller. “This highlights 
a point that ought to be stressed,” 
he adds. “Instead of an arbitrary 
age limit, the consideration should 
be the individual person’s physical 
and mental condition. A more 
flexible test than time is needed to 
determine a man’s real usefulness.” 


Funny How SOME MEN WILL WORK THEIR HEADS OFF 
FISHING FOR A FEW PERCH — 


Q 


Q 122 
; => 


But WHEN IT COMES TO FISHING FOR NEW BUSINESS — 


HOW ABOUT US 

WAITING an 

NEw AVVERTISI 
Comps ? 


AW, WHY 
POTHER. 
PEOPLE KNOW 
WHERE OUR 

STORE 1S. 


















MISS GWEN WALTERS 
Brought Hollywood glamour. 


@PENING the National Styles Con- 
ference with the spectacular stage pro- 
gram was an innovation suggested by 
L. E. Langston, general chairman, and 
was the means of bringing nearly one 
thousand shoe and leather men into 
the Starlight Roof Garden of the Wal- 
dorf-Astoria early Monday morning, 
Sept. 14, to start the conference off 
with the crescendo of fashion. In for- 
mer years, the stage presentation was 
in climax to the program. Significant 
indeed was the fact that the fashion 
forecast was presented first, with the 
footwear forecast to follow. The Star- 
light Roof, in a new dress of silver 
and royal blue, bedecked with palms, 
flowers and foliage, was a glorious 
setting for the runway in pearl gray 
which stretched diagonally across the 
length of the room, thus permitting 
everyone to see the shoes and models 
in the path of the spotlight. 

As general chairman, L. E. Lang- 
ston opened the meeting in front of 
a modulated microphone that carried 
the length of the hall with ease and 
comfort to the ears. 


Lee Langston, General Chairman: 


“We appreciate the contributions 
from all sources, the fine cooperation 
from the trade press and the commit- 
tees that have worked untiringly in 
preparation for this occasion. We are 
very happy this morning to have the 
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FASHION FUTURE OF 


Shorter skirts for Spring indicate a greater 


importance of footwear. Merchants told pub- 


lie will be more color-audacious in 1937 


in women’s, men’s and children’s shoes. 


president of the National Shoe Re- 
tailers’ Association come all the way 
from Houston, Tex., to extend a few 
words of greeting,in behalf of our as- 
sociation.” 


Lea Taffly, President, N.S.R.A.: 


“The importance of this conference 
is attested to this morning by the pres- 
ence of so many retailers from all 
over the country. We are all eager to 
learn so we are here to listen to those 
whose business it is to. look into the 
future and get a long-range picture of 
next season’s styles. These forecasters 
are not infallible; but we may be sure 
that if we follow closely the recom- 
mendations they make, we won't go 
far wrong. 

“So today we will look and listen. 
Tomorrow, with the aid of the fair sex 
stylists of the industry, so recently 
christened by Everit B. Terhune as 
‘Stylocrats,’ we will enter into discus- 
sions and form opinions which for 
many of us will determine whether 
our operations for Spring of 1937 will 
be profitable.” 


Merrill Watsen, Executive Vice- 
President, Tanners’ Council of 


America: 


“It seems to me it has been well 
said that a man’s success depends more 
upon his abilities as a prophet than 
his ability as a producer. I don’t think 
that we need to look any further than 
the past few years to see the truth of 
this statement. 

“Even today, in the shoe industry, 
production seems to be taking caré 
of itself. We are going on at a rate, 
that if continued, will probably mean 





close to 390,000,000 pairs of shoes 
during this year, or almost three pairs 
for every person in the United States. 
A new all-time record. 

“Leather volume is going at a very 
good rate. Shoe sales, in which you are 
vitally interested, appear to be up 10 
per cent to 15 per cent, depending 
upon the locality in which you reside. 

“However, it is that very point, that 
prophesying point, in which we must 
be vitally interested. I think we can 
congratulate the National Shoe Re- 
tailers’ Association on its foresight in 
establishing the styles conference— 
because there lie the real hazards of 
our business. It is up to the retailers, 
today, to appraise this trend for grad- 
ing up merchandise, for improving the 
quality of shoes and for realizing that 
a change is coming in the mentality 
of the purchasing people in this coun- 
try; and be prepared to take advan- 
tage of that by providing a better 
product at perhaps a better price.” 


Miss Elizabeth Ambrose, Associ- 
ate Editor of Harper’s Bazaar 
(spoke on color as follows, and 
read a superb paper on timing, 
which we will run in full in an 
early issue. On color she said) : 


“As you know, Spring costume col- 
ors are not definitely established as 
yet. The presence of a great deal of 
beige, natural and gray in certain 
resort lines would seem to indicate an 
interest in neutrals; navy blue is as 
certain a sign of an American Spring 
as the first crocus. It is quite possible 
that the strong feeling for black may 
carry on, and in any case you will sell 
your first Spring shoes in January and 
February, to wear with the black cos- 
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FOOTWEAR ASSURED 
AT CONFERENCE 


tumes of the Winter. This means black, 
brown (for wear with brown furs 
early, with beige later) and navy blue 
for Spring selling. There should be a 
follow-up in the London Tan of last 
year, in deeper versions, the deep red 
shoe of this fall is worth watching, 
and the present interest in deep green 
may continue. 

“You may remember that last Spring 
we reported the colored shoe as a high 
fashion, worn by smart women abroad. 
Our Paris office is cabling about it 
again this Fall. This may mean Amer- 
ican interest in it during the coming 
Spring. We understand that a very 
interesting group of colors, in addi- 
tion to those already mentioned, have 
been chosen by the color committee 
of the Tanners’ Council and the Tex- 
tile Color Card Association, for spe- 
cial promotion. It is worth your while 
to watch these, to discuss them, to try 
them out. 

“With regard to gray and beige 
shoes, it is too early to prophesy. At 
present, a shoe that contrasts with a 


ELIZABETH AMBROSE 
Told all about timing. 


neutral costume seems to us smarter 
than one that matches, and there is 
very little high-fashion interest in the 
idea of wearing an all-over gray or 
beige shoe with either a dark or a 
pastel costume. It is quite possible, of 
course, that this picture may ‘change 


GEORGE H. MEALLEY 


Painted Spring color picture. 


from the popular viewpoint. The nat- 
ural linen shoe of last Summer is an 
exception—it looked very well with 
colors, and should continue. 
“Harper’s Bazaar still regards the 
white shoe as a very chic Summer 
accessory, the white shoe trimmed with 
color as a high fashion, and the white- 
and-tan shoe as a basic type. But we 
believe very strongly in keeping: the 
white shoe in its place, for wear with 
white and light colors, preferably in 
the country, and in pushing the fash- 
ion, which has begun to prove its 
commercial worth in the past year or 
two, of the cool, dark shoe for Sum- 
mer wear in town. It is interesting 


LOUIS F. TUFFLY 


Gave President’s welcome. 


to note the high-fashion acceptance 
abroad of all-black shoes, black shoes 
trimmed with bright color, and black- 
and-white shoes for Summer resort 
wear with white—a fashion that may. 
be prophetic. 

“In dress and coat materials, there 
is a swing back to classic weaves, 
smoother surfaces. In shoes, another 
very successful year in gabardine is 
expected, but there is also an unusual 
interest in kid and smooth calf, as 
well as in patent leather. Suede was 
a high fashion last Summer, and is 
very smart in dark, open shoes, as 
well as in neutral shades.” 


Kathleen Howard, Fashion Editor, 
Photoplay Magazine: 


“Influence of Hollywood is two- 
fold. One is the period costume pic- 
ture. That will be more help to you 
in the shoe business than any other 
influence. The period picture is an 
influence that is indefinable. It is dif- 
ficult to predict just what the effect 
would be on fashioned footwear. 

“Then there is the other influence— 
the influence of youth. We can’t go in 
for sophisticated trends because de- 
signers are forced to stick to their 
story, which generally starts with a 
very young girl. Youth dominates the 
movie world. 

“Youth is what is emphasized in 
the greatest degree at Hollywood. 

[TURN TO PAGE 46, PLEASE] 
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HOW SHORT CAN A SEASON BE? 


HOW long a season can be expected in the sale of Fall 
footwear in the light of modern intensive competitive 
practices at retail? That is the question and it is a 
vital one. 

We had occasion Jast week to indicate that the trend 
in merchandising practice was shortening the profitable 
shoe year to approximately seven months of operation. 
If such is to be the case under a system of vicious 
individualism in retailing, then the outlook is for dimin- 
ishing rate of profit return. To add the other hidden 
crime under such retailing practice—that of seasonal 
unemployment of clerks—is to make the situation in- 
tolerable as a plan of business. For it is obvious that 
if a shoe store has seven months of regular selling of 
regular merchandise at regular prices, its skeleton staffs 
will be employed by the year and seasonal staffs and 
extras by the month, week or pair sold. 

So with this premise, just let us take a look at the 
Fall selling season. When it is difficult to get complete 
agreements of individual shoe stores, shoe departments 
and chain stores on the subject of clearance sales termi- 
nating a season of regular selling and opening a period 
of competitive clearance at comparative prices, etc. 
(that season is only between the middle of September 
and the middle of November), then it is obvious that 
business is headed towards clearance chaos. 

Imagine in this day and date of a definite rise in 
every index of business prosperity, merchants cannot 
agree to a policy of regular business, regular prices, 
regular stocks and regular service. 


If the public was one-tenth as jittery in its pur- 
chasing behavior as the merchant is in his com- 
petitive behavior, there would be no such thing as 
retail stores or retail business. No transaction 
would be safe, because the public would be filled 
with doubts as to the merchandise, the fit, the 
color, the style—and what’s more important—the 
price. 


Ten short weeks for the sale of shoes {6 a nation of 
customers who think in terms of regular shoes for 
many months’ wear and who don’t as a rule challenge 
the price! Too many merchants have their competitor’s 
picture before their eyes rather than the picture of a 
great public—a great tolerant public—wanting a chance 
for a choice and their money’s worth. Already this 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


season we have had pre-season competitive price sales 
on suede shoes, undercutting the regular season to come 
and challenging the intelligence of the public that bar- 
gains are a premium for early buying. 

Gentlemen of the industry, this cannot go on—for if 
in the shoe stores of this country we reduce the regular 
shoe selling periods to ten weeks, twice a year, it won't 
be long before we revert to the practices of the early 
80’s, when no prices were fixed in any store and the 
sale was made after bicker and barter with every 
customer. 

It may seem that we are overdrawing this picture, but 
the fact. remains that it seems as though sales agree- 
ments are being made to be broken. It is being termed 
“cute” to be cunning and “clever” to be first to cut. 

Certainly few stores are over-bought before the season 
starts. There is nothing in these agreements to prevent 
a man selling anything at any price, with or without 
a profit, for that rests with him and his business judg- 
ment. 

Steinmetz once said: “Cooperation is not a sentiment, 
it is an economic necessity.” We grant you that mer- 
chandising practise is speeded up and that shoes that 
have been bought to sell may not, but there is nothing 
in the agreements to prevent a man offering shoes for 
sale, at any time and any price providing he does not 
use comparative-price, exaggerated terminology and the 
clearance motif. 

The public wants values and will get them and needs 
no guardian for it has a canny faculty of buying what 
it wants when it wants it. It can be stimulated to pur- 
chase new shoes, new colors, new types of footwear 
and even though “it wants the most for the money,” it 
is not always gullible to the ballyhoo of bargains. 

Now is the time to become calendar-conscious so that 
the regular season, selling regular shoes at regular 
prices and regular service can be lengthened out in the 
public interest as well as in the interest of the merchant 
for remember the public wants a fit and a size and has 
money to pay the price;'and it can’t get it under the 
system of clearance. 
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DESIGNED FOR MARGURITE CHURCHILL 
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DESIGNED FOR JOAN PERRY 





The tremendous success of sandals last 
Summer strongly forecasts another 
important sandal season for the resorts 
and Spring. White sandals and colored 
sandals. High-heeled sandals and low- 
heeled sandals. Sandals in leather and 
sandals in Summer fabrics. Sandals 
in the gay mood of this ensemble. 











® On to afternoon with this Matelassé dress. The fabric is significant, 






a puffy, crinkly crepe that registers the note of quilted surface and the 




















importance of highly styled cottons for the resort season. 


Again we have the short, full skirt, again the slim, fitted bodice 
and softly full sleeves. The color, a clear rich yellow, stresses the 
crown gold of the Coronation influence. That contrasting insert which 
runs all the way from neckline to hem is a bright rosy rust. The hat 


echoes this color note in its rust-colored trimming. 


® The festive mood of Miss Perry’s costume calls for the sandal . . . 
gay in color, air-cooled and extreme in silhouette. A bright rust, of 
course, to echo the trimming touch on the dress. A kid suede to blend 
with the soft texture of the dress. Huge collander-size holes show how 
a talented designer can give a new touch to a familiar theme. These 
air-cooled openings have a boldness and a smartness that make per- 
forations look completely new. Note also how the high front line has 
been lightened for Summer. The instep is covered and then the whole 


shoe is skeletonized for coolness and for novelty. 





AN PERRY consents to play a part in the RECORDER’S FASHION FUTURES—through the courtesy of 
COLUMBIA PICTURES CORPORATION—an exclusive feature dedicated to foot wear fashion progress. 





@ As lively as the dance for which it was named and as piquant. as 
the star for whom it was made, La Cucaracha was designed by 
Dryden, with the collaboration of Irene Bury. The jacket-blouse, 
in a golden yellow, has puffed sleeve interest, a pert little peplum 


and the peasantry look that is the way spectator sports clothes should 


look for the cruise season. Bindings of brown and buttons of Mexi- JANE WYATT 

can mahogany tie the jacket to the brown skirt. The shortness and part in the Reconpan’s ‘Fashion Fis 
flaring fullness of the skirt are again indicative of a new season’s Ho A — the courtesy of Co- 
silhouette. Skirts in Hollywood, so Miss Walters says, are at least euelaaies Prog Be aa re hab 
wear fashion progress 


thirteen inches from the ground and fourteen is even better! And 
the short swinging skirt is a Hollywood favorite. 


: 
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4. cucaracha 


DESIGNED FOR JANE WYATT 


@ The accompanying shoe, a resort model with the novelty tongue 
treatment that continues to be the dominant line for spectator sports 
shoes, carries out the peasant influence of the costume. This shoe 
could be developed either in an all-brown shoe or in the new crown 
gold buckskin with brown trim in which it is sketched. 

Dryden’s preference is decidedly for the one-color dark shoe with 
costumes of this type. It is, of course, the general feeling among 
Hollywood designers that feet should be inconspicuous and that 
dark shoes do the most to bring about this result. 

It is interesting to note in this connection that many of the high 
style shoe retailers have found a growing demand on the part of 
their smartest customers for dark shoes, even in the hottest Summer 
months, to be worn with light clothes. Whether this is Hollywood’s 
influence or simply a result in the interest in contrasting accessories 
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| THE NEW EVANS SUEDE 





INNola= Weel ate Manikol a= Yan iat= outstanding, vogue-setting 
leathers are John R. Evans tannage. KATKIN— 


the superb new Evans Suede—is a glorious ad- 





dition to the list. Fashion-wise folk are using 
it in white or cream white — and winning the 
acclaim of style-hungry merchants. It is fully 
chrome tanned ... Simply can't change color 

and loves a washing with good soap 
and water. You'll see it on many a shoe in 
Florida this winter — and all points north next 
spring and summer. Will some of them be yours? 


John R. Evans & Co., Camden, New Jersey. 


("; LL Joy Wy. J 
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ALT I ¢ 


GRAINS 





The excellence of fine hand boarded 


leather, such as the genuine Kiltie and Baltic V2 
grains by Ohio, is the result of the skill and 
technique of real artisans. Each of these fine 4 


boarded grains is distinctive. And each gives to ~ 
the styling of men’s smart broguish footwear 
a character and finish which make for faster 
selling. They look good in the window trim, and 





still better when fitted. Boarding mellows the 
leather even more. Result? No breaking in! 
And, each order for Kiltie and Baltic, either in 
black or colors, receives special and individual 
attention! When you ask for it in your better 
numbers, you know you are getting shoes that 
\ will back up a worthy reputation. Swatches on 
request. 















© THE OHIO LEATHER COMPANY @ GIRARD, OHIO 
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“BACK TO SCHOOL” 
FALL AD STORY 


College and School Shoes Stand 
Out First in Early Promotions 


EN reporting some of the early developments in Fall 
retailing a couple of weeks ago, the RECORDER referred 
to the emphasis which many stores have given to school 
opening this year. Events subsequent to that time have 
demonstrated the wisdom of this line of promotion, for 
without it the volume of Fall business to date would 
scarcely have been impressive. Weather has been anything 
but stimulating to Fall selling; in fact, the first ten days 
of September brought a belated heat wave to New York 
and the East, with temperatures in the upper eighties and 

a humidity level that made the heat doubly oppressive. 
Experience has taught merchants and advertising men 
that such is the story only too‘frequently in this latitude, 
and that Fall weather can never be counted on for a cer- 
tainty before the middle of the month. So it’s playing safe 
[TURN TO PAGE 70, PLEASE] 
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$69 CAN visualize, for instance, the distress of the independent 
druggist who has as competition a tremendous chain that can buy 
quantities of merchandise, and sell: standard remedies at the price 
the independent merchant must pay to the jobber, and this robs 
him of the profit that is necessary to enable him to survive. Since 
the goods are identical their purchase requires no knowledge, 
excepting a knowledge of the name. 

“In the purchasing of shoes, for instance, there is no such 
thing as standatdization. Hides and skins, from which sole leather 
and upper leather are made, cannot be standardized. Nor can the 
shoemaking be exactly standardized. In one case a man cuts a 
dozen pairs of shoes from thirty-six feet of leather. In another 
case the factory allows a cutting of forty-eight feet. An insole can 
be lightened. 

“In fact, no standardization can be achieved in the making of 
shoes. They may look the same on the surface, but the cutting and 
construction of the shoe can be changed so that a great variation 
takes place. 

“Therefore the Robinson-Patman Law cannot regulate the shoe 
trade, excepting that it can prevent rebates for advertising pur- 
poses, special discounts or offering other advantages and services 






























ANTHONY H. GEUTING 


to favored customers.” 


How Can The Robinson-Patman Law 


THERE seems to be a great deal of excitement and 
disturbance in the shoe business concerning the Robin- 
son-Patman law. This law, to my mind, has for its 
purpose keeping the road to opportunity in the busi- 
ness world open to the young men and young women 
of our country. 

Clearly, it isn’t to the interests of our country to 
drift into a monopolistic state, which would prevent 
men who are worthy, and have the genius necessary to 
make good merchants, from having the opportunity to 
rise to the top. 

Some of our finest merchants have grown from little 
stores in little towns. Had these men been snuffed out 
when they were young and tender we would never have 
known the development in merchandising that a house 
like Marshall Field represents. 

It has been demonstrated that in various lines of 
business a ruthless procedure of competition has been 
inaugurated for the express purpose of robbing the 
market and taking it away from independent merchants 
by price control. 

The reason that is given is that this is to the economic 
interests of the consumer. Is this true? Our history 
shows in many cases that when the competition is 
snuffed out higher prices result. Should the entire aim 
of civilization be centered upon economy? 

The effort to undermine legitimate prices and to steal 
the market by such methods results in chiseling and 
cheating on the product, and thus patient merit and 
character are destroyed. 


AFFECT SHOES? 


by ANTHONY H. GEUTING 


CHAIRMAN, Legislative Committee, 
National Shoe Retailers Association. 


It is far more important that character, accompanied 
by patient merit, should permeate our business and 
political methods. The small percentage of savings is 
insignificant in comparison with the results that would 
be attained in the uprightness of our citizens. The 
present ruthless competition is nothing more or less 
than war, and leads to the pernicious development of 
graft, trickery, and failures, which are far more costly 
than the small immediate economies that result from 
monopoly. 

Babson made the statement that every business has 
its ideal unit. Should this unit be diminished or ex- 
panded, the law of diminishing returns sets in. 

The encouragement of many small business men 
broadens the market, gives more hope of employment 
to more people. The zest for achievement is stimulated, 
as against the dull system of regimentation, whether in 
politics or in industry. 

Such a system would not do away with the competi- 
tion of service. It will not encourage the slothful, care- 
less merchant, or put a crown upon mediocrity. Instead 
it will develop more talent in the country, more respon- 

[TURN TO PAGE 61, PLEASE] 
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@ Success always breeds imitators. 


The phenomenal popularity of Foot Saver’s 
Shortback Last and the wide-spread publicity 
that has been given it, has caused the word 


“Shortback” to be used indiscrimi- 
nately by the sales representatives 
of many manufacturers. 

Shortback Lasts were designed 
solely by and for The Julian & 
Kokenge Company. Only Foot 
Saver Shoes are made over Short- 
back Lasts. The Julian & Kokenge 
Company has not given permission 
to any other shoe manufacturer to 
use the name “Shortback” when 


THIS BOTTOM STAMP 
1S ON EVERY PAIR 


referring in any manner to shoes or lasts. The 
name “Shortback Lasts” is the exclusive prop- 
erty of The Julian & Kokenge Company. It 
is fully protected and duly registered in the 


United States Patent Office — 
Registry Number 336357. Our 
dealers may use the name only 
when referring to Shortback Foot 
Saver Shoes. 

Each week increasing thousands 
of women are proving to them- 
selves—by means of our simple, 
convincing ‘‘Unlaced Test’? that 
Shortback Foot Savers give perfect 
fit at both heel and toe. 


SHORTBACK FOOT SAVER SHOES FOR PERFECT FIT AT HEEL AND TOE 


THE JULIAN & KOKENGE COMPANY 


Made exclusively by 


« COLUMBUS, OHIO 


*REG. U. S. PAT. OFF. 
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“<THE NEXT STEP FORWARD [IN RETAILING” 











If the quarter lining comes 
directly over the large toe 


joint, the pain can be re- 
lieved by skiving off the “The 
edge of the lining. 
How 
To 


Fix It 
Series°? 





WHEN a man’s calfskin shoe creases just right—I 
mean just wrong—that crease may happen to bite down 
into the top of his toes with a pain, than which there 
is no whicher! Indeed, if a man with a vamp bite tells 
you it is killing him, I assure you he is understating 
the facts at least 100 per cent. 

Fortunately, every good shoe store has a supply of 
those ready cut eliptical felt pads already gummed 
on one side. I seldom or never use the large size, and 
I frequently cut the small size down before sticking it 
to the vamp. It gives instant relief. When it is re- 
moved a few days later, powder the spot to cover the 
gumminess the pad leaves. If the skin is broken, the 
foot should be bandaged immediately. 

What causes vamp bites? I have never been able to 
figure that one out. I do know they practically never 
come with the “rocker” type of last, the kind that has 
a good toe spring, but are more likely to appear with 
“flat” lasts having little toe spring. 

I have never been convinced that any form of mis- 
fitting has anything to do with vamp biting—the cus- 
tomer often to the contrary. It is barely possible that 
the vamp bites more often with short fits than with 





BITE?’’ 


long fits. But the biting is almost always only on one 
foot, and if-the fit were responsible, both feet would 
usually suffer. 

Cut-out bites. Sometimes the cut-outs in the vamp 
of a woman’s shoe take hold of a chunk of flesh and 
pinch it unmercifully at every step. This happens most 
often when the cut-out is about one-eighth of an inch 
wide and placed so it closes as the foot bends. 

To remedy the trouble sew a piece of matching 
leather underneath. The edges must be skived care- 
fully before putting in place with rubber cement. Then 
it must be sewed in place. 

When quarter lining hits the bunion joint. On some 
patterns (there ought to be a law against making 
them) the quarter lining goes straight down over the 
big toe joint instead of curving backward to miss the 
joint entirely, as all quarter patterns should. 

My experience has been that no amount of stretch- 
ing or pounding relieves the pain on the joint. But in 
most cases a complete or at least partial relief can be 
effected by skiving off a good slice from the quarter 
lining, enough so the edge does not touch the joint. 

[TURN TO PAGE 69, PLEASE] 
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“ROUGHSTERS”* PROVE THE 
Extra Value IN POLL-PARROTS 


These “live wires” daily put their shoes 
to a rigid wear test. It’s a test Poll- 
Parrots welcome! Their value ex- 
cellence is proven! All-leather Poll- 
Parrots stand up! Service, styling and 
fitting qualities appeal to mother and 
child alike! Feature this fast moving 
juvenile line in your store! 


Three outstandingly popular pat- 
terns having scuff-proof shark 
tips to prolong their wear. 


Free shark's tooth 


ALL LEATHER FOC 








* There is a Star Brand 
Shoe to fill every demand 


profitably 
“Roughsters” or “dressers”, 
whether they’re children or 


grown-ups, find styles that sat- 


isfy at popular prices in the 
complete Star Brand line. 


Wire, write or phone for a rep- 
resentative. 


STAR BRANDS 
pirat! 


ROBERTS, JOHNSON & RAND sicece.'st tats mo. 
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MERRILL A. WATSON 


“Orr Kelly stresses the Persian sil- 
houette. This trend will be most im- 
portant for shoes because through the 
two slits the ankles and feet are ex- 
posed and therefore stressed. The 
wrong shoe would throw the entire 
costume off. 

“Walter Plunkett is mostly interested 
in the feminine influence. Because of 
Greta Garbo, Claudette Colbert, Kath- 
erine Hepburn, etc., there will be a 
swing toward more feminine clothes. 

“For evening—simple dresses with 
sumptuous wraps. 

“Designers usually are asked to de- 
sign clothes for a picture about six 
months in advance, so you see antici- 
pation is an art in Hollywood. 

“Fashion is largely a deduction. Often 
in Hollywood a designer will design 
something that is exactly the same as 
what is developed in France. Holly- 
wood and Paris produce similar styles 
simultaneously. 

“The star in Hollywood has to have 
the highlight. This causes extremities 
in feminine fashions which cannot al- 
ways be translated into regular public 
wear. Often Hollywood fashions start 
there, jump across to Europe and then 
come back again.” 


Gwenn Walters. fashion editor for 
Columbia Studios and fashion editor 
for Movie Mirror. 


“I haven’t traveled these many miles 
to New York to proclaim Hollywood 
the fashion center of the world. Smart 
women everywhere owe too much to 
Paris and New York to ever accept 
Hollywood as the supreme fashion dic- 
tator. However, the cinema does play 
an important part in the fashion world 
and has definite functions to perform 
—to further stimulate clothes con- 
sciousness and to bring new inspira- 
tion to designers to use and adapt in 
their own way. 

“Hollywood is capable of fulfilling 
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these functions because the=cinema 
beckons the best designers from the 
style centers in New York, London, 
Paris and Vienna. 

“In the creation of gowns Hollywood 
draws FROM all the world and drama- 
tizes TO all the world. Hollywood’s 
influence is great because of the vast 
scope of its audience. The fashion in- 
fluence of Hollywood is not in the role 
of dictator so much as in that of sug- 
gestor. If Hollywood can be the source 
of inspiratiom-to every designer and 
smart woman, if Hollywood could sug- 
gest new ideas to be used and adapted, 
it is fulfilling this function and obli- 
gation to the fashion world. 

“That the fashion industry recog- 
nizes this obligation that the cinema 
owes to the women of.the world is il- 
lustrated by this showing here today 
which is a unique blending of the re- 
sources of several varied industries. It 
has been made possible by uniting the 
forces of a motion picture studio, a 
publishing house, an entire industry 
and leading designer-manufacturers of 
Hollywood. 

“Outstanding highlights of this 
cruise collection are line, color har- 
mony, simplicity of fabric, lack of ex- 
travagant detail, and smart hats. Al- 
though Dryden was given complete 
freedom of thought and action in the 
creation of these costumes, his good 
taste was manifested in that he con- 
fined his selection of fabrics and dress- 
maker details to a price, which would 
be within the means of every Ameri- 
can woman. His color combinations are 
smart, suitable and wearable. His sil- 
houettes give the rhythm and feeling 
demanded by the women of today. 

“In this mode of such utter sim- 
plicity, accessories became of the high- 
est import. With the shorter skirt and 
a simple garment shoes become the 
mainstay of one’s costume. 

“If this cruise collection of dresses 
can suggest a new mode—a new mood 
for the shoe industry for the creation 
of cruise and Spring footwear then it 
will have fulfilled its purpose. 

“May I at this time compliment you 
on the complete and exquisite showing 
of American leathers which you are 
displaying. 

“To prove to you that cinema clothes 
can be wearable and smart rather than 
utterly ridiculous, Columbia will pre- 
cede the cruise collection showing by 
the presentation of the costumes worn 
by Miss Jean. Arthur in the forthcom- 
ing Columbia production, “Adventure 


in Manhattan.” These clothes without 
alteration could well be included in any 
smart woman’s cruise wardrobe.” 

She then presented the Fashion Fu- 
ture review with 16 mannikins (high- 
lights illustrated pictorially in this is- 
sue), coordinated by Miss Ruth H. Kerr 
in a spectacle entitled “A Cruise Ward- 
robe.” 


e H. Mealley. Chairman, 
Color Committee, Tanners’ Council of 
America. 


“In considering colors for the Spring 
of 1937 it will be necessary to think 
of many shades which are in the fash- 
ion picture, but it will be necessary to 
break these down and consider them in 
their respective groups, having in mind 
those of volume importance and those 
of high-fashion importance; and it will 
be also necessary for the shoe manu- 
facturers to analyze these colors very 
carefully as to the type of shoes he is 
producing. 

“The recommendations of the Color 
Committee do not necessarily mean 
that all of the colors selected will be 
used extensively, but those selected 
are merely a guide as to the correct 
interpretation of the colors which are 
fashionably correct. 

“The most important group of colors 
for Spring will undoubtedly be the 
Brown family. The brown shades which 
have been selected lend themselves to 

[TURN TO PAGE 48, PLEASE] 
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“WHAT BEAUTIFUL LEATHER” was the remark made 
when this truckload was taken from a freight car which carried 
a recent shipment from our tannery to Boston. Note the un- 
blemished surface, smooth as glass and so glossy it caught and 
reflected the light used in making the picture. Carload after 
carload, truckload upon truckload are needed constantly to 
meet demands for 


KISTLER “BENCH BRAND” SOLE LEATHER 


Don’t look upon this leather as just the hides of steers tanned 
to serve as protection to human feet. Its merit makes it a 
merchandising force. Regard it as a “feature” of shoes which 
can help you obtain price—profit—repeat business. Highly 
serviceable, exceptionally comfortable, moisture-resisting 
“BENCH BRAND” Sole Leather has a definite sales appeal. 
Make the most of it. 


THIS CHART REPRE- 
SENTS A SIDE OF 
LEATHER. THE PART 
USED FOR KISTLER 
‘BENCH BRAND" 
SOLES IS ABOUT 13% 
OF THE WHOLE SIDE. 





FOUNDED - 1840 
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the all-over shoe as well as the trim 
for white shoes and from present in- 
dications the brown trim on white will 
be extremely important. 

“The Chaudron shade was selected at 
the Volume Color Meeting and was 
also very extensively discussed at the 
High Fashion Meeting. This seems to 
be the most important color we have 
selected for several seasons, not only 
because of its blending with the mate- 
rials which will be used, but also be- 
cause of its increased new importance 
as an accent. 

“Spanish Tan is a repeated color and 
is a lighter version of Bourbon, which 
has been so successful. This type of 
color will be used by many manufac- 
turers as a more conservative shade 
than Chaudron. In style lines, it will 
probably be next in importance to 
Chaudron and in the more conserva- 
tive lines, will probably be of greater 
importance than Chaudron. It can be 
used alone or in combination. 

“Cinnamon Brown is a true brown 
type which was first introduced last 
Fall and considered a conservative 
shade for Spring. This color is more 
important as blending with the warm 
browns in Textiles rather than as an 
accent color. 

“Marrona—this is the darkest of 
the Brown family and has taken the 
place of Indies, which had been so 
successful. It is without question the 
best dark shade produced for several 
seasons. Many have confused Marrona 
with Indies Brown but Marrona has 
been gaining in importance for the 
past two seasons and has entirely sup- 
planted Indies Brown. 

“Marine Blue—there are three blues 
on the Color Card for Spring but the 
most important is Marine Blue, which 
has been a very successful shade and 
will be much more extensively used 
than the two blues which I will men- 
tion later. Because of the other blues 
which are on the Color Card, it would 
not be wise for any of us to have the 
impression that there is anything 
wrong with Marine Blue, because it 
will be by far the most important of 
all of the blue shades. 

“Oriental Oxblood—in considering 
this shade it was not with the thought 
that this color would be used exten- 
sively but as an interpretation of the 
correct shade of Oxblood. There is a 
possibility that the English Corona- 
tion will have an effect on the impor- 
tance of this shade as a high-fashion 
color. 

“Araby Green—this is also a color 
do not expect to see used in volume 
but what dark green is used, should be 
the cast which has been selected— 
Araby Green. 

“Paris Grey—the color and fashion 
information we have received does not 
lead us to believe that grey will be of 


[CONTINUED FROM PAGE 46] 





HIGHLIGHTS OF MEN'S 
COMMITTEE MEETING 


Apparel: Spring 1937 will be by far the 
greatest sport suit season with gray and lovat 
shades of gray green and brown green most 
important. 

Colors: Browns will be increasingly~ im- 
portant and of a decidely lighter character. 
Color today becomes more than color, but 
actually finishes, since these new browns take 
their inspiration from and are part of the 
texture of the leathers. Blacks too are im- 
portant and may be considered as being 
actually three colors since the new tanning of 
black gives three definite tones in black. 

Lasts: Lasts are fuller, broader and squarer. 
Custom wood returns with increased interest 
in more careful fitting. 

Leathers: Calfskin continues to be most 
important in smodth, boarded, grains and re- 
versed leathers. The popularity of reversed 
calf for country wear and town wear is def- 
initely on the increase. Kid and kangaroo have 
their place. 





any importance bui the grey which will 
be used should be Paris Grey. This 
shade was selected in the Spring of 
1934 and was the best grey we have 
ever had. 

“Longchamps Beige is a new shade 
and was taken from the 1936 Fall 
Glove Card. There has been consider- 
able discussion as to whether beige 
will have any importance in the Spring 
season but our information leads us to 
believe that with the exception of suede 
leathers or sport types, this will not 
be an important color and in dress- 
type shoes it will probably be used 
very sparingly in a_ high-fashion 
manner. 

“Ardoise Blue—a very pale blue and 
only considered as a very high-fashion 
color. This is an important, smart 
shade and will be used as a complement 
to the costume. 

“French Moss—this is a new high- 
fashion shade, a mossy version of 
green. It will be used to harmonize 
with similar greens in costumes and 
also as an accent color. 

“Aubergine—this is a repeated color. 
It has had considerable successful pro- 
motion and will probably have a lim- 
ited use in Spring fashions. This is 
known as the ‘eggplant’ shade and will 
undoubtedly have increased importance 
as we draw toward the next Fall 
season. 

“We have grouped four colors to be 
known as ‘Royal Colors’—Regal Blue, 
Royal Red, King Purple, and Crown 
Gold. These shades will receive their 
fashion importance from the coming 
English Coronation. Probably the most 
important of these shades will be Regal 
Blue, which is a decided purple blue. 








The Crown Gold is a deeper version of 
the Chamois type. 

“In the consideration of women’s 
colors for Spring, we should have in 
mind that women today not only buy 
shoes of a color which will blend with 
their gowns, but they buy shoes more 
as an accessory, the same as they buy 
their hats, bags or gloves, and if this 
new development can be properly pro- 
moted by the shoe retailers, it will 
mean the increased sale of many pairs. 

“White shoes undoubtedly will con- 
tinue as the most important Summer 
shoe and it is very probable that prac- 
tically every woman who bought a 
white shoe last Summer will again buy 
a white shoe in the Summer of 1937. 
However, the shoe industry should 
capitalize on the new interest women 
are giving to their accessories. If a 
woman accents her costume with her 
bag, hat or gloves, this picture is cer- 
tainly incomplete unless this accent 
extends to her shoes and the success of 
this development rests entirely with 
the shoe industry. 

“The men’s shoe trade are to be com- 
plimented on their excellent dramatiza- 
tion of colored shoes. We have seen a 
steady increase in the use of colored 
shoes during each of the past several 
seasons and this increase will undoubt- 
edly continue into the next Spring 
season. 

“There have been five brown shades 
selected for Spring: Saddle Tan, Bridle 
Tan, Colt Brown, Bourbon and Racer 
Brown, and one grey shade—Horseshoe 
Grey. 

“There have been four’ shades 
group as ‘Country Colors’: Country 
Tan, Harness Brown, Spur Grey and 
Deck Blue. As men’s shoes are to be 
discussed by our most outstanding 
Men’s Style Authority, I will not at- 
tempt analyzing the men’s shades in 
detail.” 

William H. Weintraub, publisher, 
Apparel Arts Publications, also spoke 
on the subject of fashions for men. 


TUESDAY SESSION 
Highlights of Women's Committee 
Meeting 

Out of the “Manhattan Merry-go- 
round” (term used by Frank H. Bush) 
we sift the wheat, and give the follow- 
ing leading questions at the Women’s 
Style Committee meeting which came 
in for the most discussion at the Tues- 
day session (Sept. 15) and it would 
therefore seem that they would con- 
cern retailers most. 

Q. 1—What is the status of square 
toes and walled lasts? 

ANS.—The square toe is expected 
to continue. The feeling is that it was 
cut off in its prime by the conflicting 
promotion of the walled last. But there 

, [TURN TO PAGE 66, PLEASE] 
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Repeat Sales 
Sensation’ 


From the first pair two years ago, our 
dealers and their customers have been de- 
manding more and more MASSAGICS. 
MASSAGICS have proven the best repeat 
proposition that we have ever seen in men’s 
shoes at ANY price. 


And no wonder! Look at all we offer at 


in the 


$5.00 and $6.00: Patented Air Cushion; 
Patented Heel Cushion; Foot-Balancing Arch 
Lift; Exceptional Quality and Shoemaking; 
24 Popular Numbers In Stock. 


The MASSAGIC Foot Massaging Shoe 
belongs in every merchant's stock. Don’t 
overlook it. 


WEYENBERG SHOE MFG. COMPANY 


MILWAUKEE, WISCONSIN 
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Did you note the 


OUTSTANDING PATTERNS 
AT THE WALDORF 


which used 


waeee HUB GORE 


ich the strap is not 
only a high-style fea- 
ture, but a fAtting fea- 
ture as well. Con- 
led HUB 





rial designers outdid them 
Spring patterns which remained 
cality Whether plain reli 
revealed— Hub Gore im 

fo) ar ale! fitting pr yerties 
Hence it is an eHective 

rust be H Sls) 


iasticity 





EVERLASTIK, INC. 


4 \ 
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Every customer with 


Crooked Heels Needs them- 
is glad to be told about 
them-usually buys them 


The power of suggestion in salesmanship can 
never be better exemplified than in the case of 
Dr. Scholl’s Walk-Strates. 

Make a customer conscious of the unsightly 
appearance crooked heels or run-over shoes pre- 
sent; how they spoil one’s looks and walk, grace 
and poise—and see how quickly and easily you 
make a sale of Dr. Scholl’s Walk-Strates. 

Therefore, don’t wait to be asked for them. The 
need is obvious. The simple power of suggestion 
on your part is all that is needed to greatly 
increase your sales of this popular specialty. 


Our national advertising behind this fast-selling P. 


item is heavier than ever. Following are the 


magazines carrying Dr. Scholl’s Walk-Strates: 0% b d 
Delineator, Cosmopolitan, Woman’s World, 00 (Z 

Redbook Magazine, Photoplay, Physical Culture, 
Picture Play, Instructor, Motion Picture, Movie keeps shoes S. 
Classic, Screen Book, Screen Play, Hollywood, fe ts na Saldekeoe 
True Confessions, Romantic Stories, Romantic heels always wear dow 
Movie Stories, True Romances, Movie Mirror, is the way you walk 
Radio Mirror, True Experiences, Love and haps soa 


Romance. grace of your move 
And this constant str; The 


Sizes: Women’s 2-3, 4-5, 6-7, 8-9; Men’s: 6-7, 8-9, 10-11, dine saat the heels 
low 


BEFORE 





Wear 


Fs : ‘i , * of 
12-13. Felon, $2.75 per dozen. Retail, 35c pair. fa fat gual arog you walk with th tide js bet 


One Side is b 

y © weight Ne 
ance an = : Tt mats cone anyour 
thickens the ang, Of Your shoe Pet 


THe ScHoitt Mere. Co., Inc. the ligaree ables by constas 08s. and 
213 W. Schiller St., Chicago De. Scholl's Walk. eo 
62 West 14th St., New York 112 Adelaide St., East, Toronto Dr ‘Sch ; o the cause. They a Ore 
‘Ments more ankl 


Walk- St, 


Df Scholls a 


Walk-Strates 


When writing advertisers please mention Boot and Shoe Recorder 











ONE STRAP RUBBER 


CAMBRIDGE 
STYLE ORIGINALITY 


makes sales for dealers 


Observe in these patterns the exemplification of 
Cambridge resourcefulness in originating and per- 
fecting patterns preferred by style-minded women. 


Always keyed to the latest trend—always more appeal- 
ing to the consumer—Cambridge footwear moves 
faster at a better profit to the dealer. 


Note particularly the newest Cambridge style hit— 
“Spiral” boot—an exclusive, patent-protected pat- 
tern—exceptional for its snug fit without fasteners 
of any kind, also the Spiralshu in all rubber surface 
upper. The “Spiral” type has proved itself the hit 
shoe of the season—another of those profit building 
bull’s-eyes which has made Cam- 

bridge famous and made profits 

for Cambridge dealers. 


SPIRAL PLAIN 








Canal | 


CAMBRIDGE RUBBER LIMITED R U B B E R 


SALES OFFICE: be at re ae Pe 
MONTREAL, P. Q@. PLANT: ST. 


STREETSHU 


New Height and Flexible i. 
Three Way Fur Cuff ais 


THREE SNAP 
c \ New high cuff model. 


ck or Brown. 


MOTOR BOOT 





BOSTON 


600 ATLANTIC 
AVENUE 


CHICAGO 
317 W. MONROE 
STREET 


. ST. PAUL 
BROADWAY AND 


CAMBRIDGE, MASS. PRINCE sts. 
NEW YORK 
125 DUANE STREET 


TOWNSHU 
Fur-Trimmed 3-Snap 


RAYNTIE 


CAMBRIDGE Fur trim. 3 way cuff. 
Can be worn in three 


positions. Black, 


SMARTNESS brown or white. 


is always a selling asset! 


Cambridge originated and promoted fur- 
trimmed rubber footwear in this country—con- 
tinues to offer the widest selection and the 
smartest patterns—has models for every use 
from evening wear to street wear—supports this 
array of specialized footwear with a complete 
and thorough line which covers every possible 
rubber footwear need. 


Because of Cambridge style and 
value leadership, Cambridge deal- 
AUTOMATIC ers are recognized as rubber foot- 
: y a wear headquarters in their com- 
munities—enjoy a bigger volume 

of sales and better profits. 


SPIRAL FUR 


CHILD'S STREETSHU 
White, Brown or Black. 


Originators of fur trimmed 
rubber footwear in the 
United States. 
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MILLERS 








SURPASS LEATHER 
PHILADELPHIA, PA. | 


Janneies at bHILADELPHIA & GLOVERSVILLE 


‘Wh 
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. . - have always found in shoes made up in Surpass Kid an added beauty and sales appeal that is 
mirrored in a definite stimulation of the profit curve. And Surpass qualities are found not only in Surpass 
BLACK Glazed Kid, but also in our COLORED Glazed Kids, and in the style-timely Kid innovations our 


tanneries develop from time to time. 


. . « find in Surpass Kid a kid that will improve in beauty in the finished shoe: qualities of texture, grain 
and meatiness, qualities resulting from thorough working and painstaking and careful grading, qualities 
that mean a real cutting economy and that can best be appreciated in actual use. 


FAVOR 


SURPASS KID 


d That many lines of shoes have built a solid and consistent sales success on the 
an use of Surpass Kid, that year in and year out both retailer and manufacturer 


K have found that Surpass gives more leather value per dollar in both sales stimu- 
oa se TOO 





lation and economy of shoe making, is responsible for the fact that more than 
5,000,000 skins a year are finished in the Surpass tanneries and delivered to 
the shoe industry in this country and abroad. 

The latest Surpass contribution to the shoe industry, also promises to be a 
definite aid to successful retail selling, has also met with favor from both Retailer 
and Manufacturer—the now well-known Surpass PHANTOM Kid—a kid without 
the high brilliance of Glazed Kid, a kid with a rich undertone of glowing lustre 
that heightens the beauty of its colors while at the same time keeping them 
subdued and warm. 

Tanned with the same skill and preciseness that are standards in the produc- 
tion of Surpass Black Glazed Kid, finished in a wide range of fashion-wise colors 
—Marrona Brown, Marine Blue, Cinnamon, Araby Green and Black— 
PHANTOM Kid met an overwhelming response at last week's Leather Show at 
the Waldorf-Astoria in New York. 

And for those few retailers and manufacturers who have not already seen, 
and enthused over PHANTOM Kid, we want to offer this suggestion, a sugges- 
tion that is an invitation: Compare PHANTOM with other Kids, compare it in 
swatches, in skins, in the cutting room. And lastly compare it ON THE SHOES. 
For as much as skins of PHANTOM Kid stand out head and shoulders above the 
run of ordinary skins, PHANTOM Kid like all Surpass tannages is also "made to 
improve in beauty with the finished shoe!" 


GOMPANY 


BRANGH OFFICES IN NEW YORK, BOSTON, CINCINNATI, 
ST. LOUIS, and MILWAUKEE. AGENCIES IN LONDON, 


PARIS, BASEL, MILAN and other <Aoreign Cities 
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COMMERCIAL 


| FACTORING 


An Advertising Agency serving | 
a distinguished group of clients | we 


















Through commer- 











ELIZABETH ARDEN Cosnetics NEW YORK cial factoring, 
ASSOCIATED DRY GOODS Department Stores NEW YORK 
BOWEN RESEARCH CORP. Spray Drying GARWOOD, N. J. 
B. FORMAN CO. Department Store | ROCHESTER, N. Y. facturers are 
FORSON LABORATORIES NU-MYST Products NEW YORK 
MRS. FRANKLIN, Inc. Women's Sport Clothes NEW YORK 


many shoe manu- 


accelerating turn- 


HOTEL MADISON Hotel NEW YORK over and increas- 
LEE & SCHIFFER, Inc. Rolls Razor NEW YORK 
MONOCRAFT PRODUCTS, Ic. Personalized Jewelry NEW YORK | ing their profits. 


CONDE NAST PUBLICATIONS  Pudlishers © NEW YORK 
NEIMAN-MARCUS CO. Department Store DALLAS, TEXAS 
NEW YORK GALLERIES = Interior Decoration NEW YORK 
PEASE & ELLIMAN, Inc. Real Estate NEW YORK 
ROGERS, LUNT& BOWLEN, Inc. Si/’rwareGREENFIELD,MASS. 


SELECT PRODUCTS, Inc. Milnesia Wafers 
LONG ISLAND CITY, N. Y. 


SKOL PRODUCTS CO., Inc. Swedish Antiseptic NEW YORK ¥v l 7. E a 

SPECIALTY STORES ASSN., Inc. Dept. Stores NEW YORK “ 

STAGE MAGAZINE Publication NEW YORK < — ahd ee 

THOMAS STRAHAN CO. Wallpapers | CHELSEA, MASS. . — 

STRATHMORE PAPER CO. Fine Papers 7 
W. SPRINGFIELD, MASS. 

TRIFARI, KRESSMAN & FISCHEL Costume Jewelry NEW YORK 

JESSIE FRANKLIN TURNER Gowns NEW YORK 

VOLUPTE, Inc. Vanity and Cigarette Cases NEW YORK 

WARE VALLEY MFG. CO. . Otis Underwear WARE, MASS. 


MARGERY WILSON INST. Charm School NEW YORK 
C. F. YOUNG SCHOOL Secretarial School BROOKLYN, N. Y. 


KIMBALL 
HUBBARD ™ FURNITURE 
& POWEL | 


COMMERCIAL FACTORS CORPORATION 
TWO PARE AVENUE, NEW YORE 






















































Chromsteel is smart, modern, cheerful and com- 
fortable .... and is an invitation to passersby to 
“step inside.” Send for new catalog with at- 
tractive color suggestions for use in your store. 








ADVERTISING ¢« MERCHANDISING 
400 Madison Ave., New York +» Phone WIckersham 2-3100 
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Where Shoe Business 
Comes From 


e§ UST where a shoe store’s business originates always 
makes an interesting and profitable study. This is 
especially so in a case where the store features shoes 
having a health or corrective angle. A study of the 
figures of a group of eight stores located in various 
cities, all of which specialized in featured shoes, lend 
themselves to a close analysis as to the sources of new 
business coming to them in proportion to the total 
volume of sales. 

All shoe stores and departments will find it to their 
advantage to carry along the figures reduced to per- 
centages, as has this group. Checking back on the 
figures from time to time will give the management 
accurate data on this all important subject of “where 
the new business originates.” 


Sources of New Business (In Percentages) 


% New to % Friends to % Doctors to 
Total New Total New 


7.7 


% Newspapers % Window to 
to Total New Total New 
20.2 


28.5 
46.8 
32.3 
30.2 
19.2 
23.8 
41.5 

Store “A” is in a medium sized city. It has been 
operated by this company for about a year and was 
taken over from the previous owner. Not much news- 
paper advertising has been done there. 

Store “B” is in a fairly large city. About a year 
ago it was combined with another store featuring an- 
other line of corrective shoes. Newspaper advertising 
has been light in this community. 

Store “C” is in a medium-sized midwestern town and 
was opened about a year ago, after the previous outlet 
there was closed for about two years. 

Store “H” was also opened about a year ago. The 
make carried here has not been sold in this city pre- 
viously for from five to ten years. 

A study of these figures reveals that from the varia- 
tions in these figures the percentage of new total sales 
is greatest in the communities where a store has been 
opened the shortest length of time, as a general rule. 
In other words, a store which has not had time to build 
up their repeat business. 

The figures sent in by doctors are very interesting and 
vary in exact accordance with the ability of the store 
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R1192 Genuine Silver Kid $3.10 
R1194 Genuine Gold Kid. $3.60 
R4450 Black Faille Quarter, 
Sat. Str. 5 

Faille Quarter, 
EF cevéeseuscecees $2.00 
R4454 Black Velvet .... $2.00 
R4454 Black Velvet .... $2.00 
66 Last, Round Toe, 21/8 Louis 

Heel. 


AAA to B Widths 


All Above Numbers Also 
Carried in Stock With 12/8 
Block Heels. 


R1184 Genuine Silver Kid $2.75 

RI186 Genuine Gold Kid. $3.25 

R4484 Black Satin 

R4486 White Faille 

66 Last, Round Toe, 21/8 Louis 
Heel. 


AA and B Widths Only 


All Above Numbers Also Car- 
ried In ae 12/8 Block 


RI196 Genuine Silver Kid $2.75 

R1198 Genuine Gold Kid. $3.25 

R4456 Black Satin . 

R4458 White Faille, Quarter, 

Satin Vamp 

R4460 Black Satin, 

Trimmed Vamp 

R4462 White Faille, 

Trimmed Vamp . 

R4464 Black Velvet, Silver 

Trimmed Vamp ......... $2.00 

66 Last, Round Toe, 21/8 Louis 
Heel 


AA and B Widths nig Al 


All. Above Numbers Also 
ried In = = 12/8 Block 


Send for complete in-Stock 
Bulletin. Terms 2% 10 days, 
Net 30. F.0.B. Factory 


HAVERHILL 


HANNAHSONS MASS. 















Sitting in on a serious game of straight poker, if 
you had 4 aces the chances are you’d be in at the 
pay off. But it’s equally certain that no other 
player could beat you out by claiming something 
“just as good”—you would collect on sure-fire, 
a-number-1, ace-high value. 


Kangaroo’s 4 characteristics have a man appeal 
that has brought sales success to smart shoe stores 
in every State in the Union; characteristics that 
rank ace-high with customers. (1) Kangaroo is 
17% stronger, weight for weight, than any other 
leather tanned. (2) It is a lightweight leather, 








strong without being a drag on the wearer. 
(3) It is soft and pliable, a real comfort leather 
for tired or busy feet. (4) It has a tight, even 
grain that takes a brilliant, lustrous polish.*** 


Successful retail dealers have found it profitable 
to deliver these qualities, to firmly refuse second 
rate leathers that are kangaroo in name only. Be 
smart! Sit in the game with a stock of men’s 
street and dress shoes of genuine Kangaroo. 
“Kangaroo horse,” “kangaroo sides,” and “kan- 
garoo calf” are “kangaroo” in name only — 
nothing but genuine Kangaroo gives you all 4 aces. 


*** P. S. Kangaroo also gives retailers the opportunity for new and different, smashing, attention-getting advertising in 
the story of the strange animal from which this leather comes. 


KANGAROO - 


“in ~ AMERICA 





SURPASS LEATHER CO. musocirin 
RICHARD YOUNG CO. NEW YORK 
ZIEGEL EISMAN CO. soston 
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Shoe Veuss 


THIS WEEK IN THE SHOE TRADE 
SATURDAY, SEPTEMBER 19, 1936 





Merchants Set Sales Control Date 





New York Retailers Recommend November 22 as Compromise to 
Permit Shoe Department Managers to Join 


New York—The Shoe Merchants 
Council of New York held the first of 
its Fall meetings at the New York Ad- 
vertising Club on Sept. 10 for a con- 
sideration of Fall sales agreements. 
This association was first to start the 
control of selling seasons by the co- 
operative action of a group of mer- 
chants, and the movement has spread 
country-wide. 

President F. Paul Riley, opening the 
meeting, indicated that the attendance 
represented in large measure the ex- 
clusive and individual shoe stores, and 
that the absence of several important 
shoe department managers was due to 
other causes than disinterest in the 
sales agreement plan. Metropolitan 
New York, in its sale of shoes, covers 
three groups of stores—independent 
individual shoe stores, shoe depart- 
ments and chain stores. Of great im- 
portance to the success of any plan of 
sales control is the acceptance by shoe 
departments of the restrictions against 
comparative prices and clearances dur- 
ing the period set. 

A very spirited meeting was held, 
with comments as follows: The move- 
ment towards sales control is slowly 
but surely becoming more effective as 
education in that direction continues, 
under the leadership of the Council. 
Individual stores readily accept the 
agreement and are willing to make it 
operative until Dec. 26, but for unified 
action are willing to compromise on a 
date in November that approximates 
the wane in the sale of Fall suede 
shoes. A prominent buyer on Fifth 
Avenue said that at least six weeks 
before the clearance period the public 
goes on a buying strike, holding off 
purchases until prices are reduced and 
the only reason for that action is the 
system of clearance selling that has 
been developed by merchants. The cure 
for it is in minimizing the importance 
of clearance bargains and stressing the 
right shoe for the right occasion in 
the right size and the right service. 

A compromise date of Nov. 22 was 
set to permit shoe department buyers 
and managers to join in the movement 
and still maintain allegiance with the 
promotions of. their individual stores. 





Lace Lore 


A pair of ordinary shoe laces get tired and 
jaded after they've held the shoes to the feet 
awhile. They loosen their grip. And there's 
no tonic for pepping up worn laces. The 
proper thing to do is to insert another pair. 
That brightens up shoes, and makes them feel’ 
better, as a breath of fresh air tones up the 
people who wear shoes. 





To increase the aceptance of the sales 
control plan, Joseph G. Traeger was 
voted chairman of the committee to 
“develop a plan” to carry out the Coun- 
cil recommendations on the dating of 
sales. This committee will contact all 
factors in retailing in New York for 
the furtherance of the plan. The third 
division—the chain stores—maintains 
the most methodical clearance policies, 
usually dating the events after 
Christmas. 

A bulletin was issued by the Shoe 
Merchants’ Council, Inc., of New York, 
which read in part as follows: 

“Continuing: the movement to sta- 
bilize practices in shoe retailing in the 
public interest, the Shoe Merchants’ 
Council at a recent meeting voted to 
recommend to the retail shoe industry 
of New York that clearance sales of 
eerly Fall shoes be deferred until after 
Nov. 22. This recommendation is made 
after reflection on the evidence of gen- 
uine interest and recognition of the 
value of such a constructive movement 
among leading department, specialty 
and chain store executives. 

“The Council initiated the movement 
in the Fall of 1935 and courageously 
faced it with the realization that Utopia 
could not be attained at the outset 
of organized effort to bring about a 
change in the vicious practice of mid- 
season ‘sales’ that generally provoked 
no more than competitive recognition 
by another, or more, invariably, result- 
ing in all-around losses in operation 
over the period of the year. Yet, there 
has been considerable progress. 

“Department store executives indi- 
vidually endorsed the movement and 
contributed to the measure of success 


attained as they developed their me:- 
chandise plans around the recommen- 
dations of the Council. Clearance sales 
in New York in the Spring and Sum- 
mer seasons were deferred, with few 
exceptions, to the date recommended 
by the Shoe Merchants’ Council. An 
important number were even deferred 
to later dates.” 


Fine Program for Rochester 


ROCHESTER, N. Y.—Beautiful shoes 
on strutting models; an invitation fash- 
ion show for the ladies of Rochester; 
150 exhibits of shoes from the leading 
factories of America and upwards of 
500 of New York State’s leading shoe 
retailers, are the latest features an- 
nounced by the committee in charge of 
the Eighteenth Annual Convention of 
the New York State Shoe Retailers 
Association, to be held at the Seneca 
Hotel in Rochester, Sept. 27, 28 and 29. 

There are other important events, 
such as a banquet Monday evening, 
two open forums after the conven- 
tioners have partaken of savory food, 
a dinner in honor of President T. 
Arthur Cohen of Albany and a dinner 
for the associates, consisting of the shoe 
salesmen and manufacturers who are 
members of the organization, all of 
which will help to complete a thrilling 
three days’ program. 

Rochester woke up and took notice of 
shoes-beautiful and shoes-comfortable 
when the announcement was made in 
the newspapers of the fashion show, an 
entirely new feature which, as shoe 
men see it, is intended to make the 
public more “shoe conscious.” Every 
independent shoe store has been invited 
to show its newest styles for Fall and 
all the department stores, Sibley’s, Mc- 
Curdy’s, Edwards’, Thompson’s, For- 
man’s, have enthusiastically endorsed 
the project and will furnish models and 
also gowns, coats, furs, millinery and 
handbags and other wearables as well 
as shoes. But, shoes will be featured 
first, and the public will be told that 
the other “togs” must be purchased to 
match the shoes. Thus the “ensemble 
idea” will be turned right around, and 
shoes will not be just a small “item” 
at this show. 

Henry Reich, buyer of shoes for B. 
Forman & Co., William Pidgeon and 
Don J. Burke are the committee mem- 
bers who presented the idea to depart- 
ment stores and obtained their enthu- 


[TURN TO PAGE 71, PLEASE] 
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Chiropodists Close Successful 
Convention 





Owen A. Penney, retiring president of the National Association of Chiropodists, and 

Dr. Joseph Lelyveld, director of the National Foot Health Council, photographed at 

the recent convention of the association in New York. The statue of the barefoot boy 
looking at his foot is symbolical of the profession. 


New YorK—The 25th anniversary 
convention of the National Association 
of Chiropodists, held the week of Sept. 
6, at the Hotel Pennsylvania, here, was 
a success both from the standpoint of 
accomplishment and attendance. 

The proper care and fitting of chil- 
dren’s feet was one of the main topics 
discussed at the convention. Dr. Joseph 
Lelyveld, director of the National Foot 
Health Council, stated that it is the 
desire of the chiropodists to cooperate 
with the shoe retailers and likewise 
have the retailers cooperate with them 
in having children’s feet fitted and 
treated professionally. Continuing Dr. 
Lelyveld stated that foot cares should 


commence from childhood and the con- 
tinuous use by children of shoes they 
have outgrown is today one of the main 
causes of foot troubles. He quoted fig- 
ures gathered from public school foot 
inspections to show that whereas in 
1920 only 46 per cent of the children 
wore shoes they had outgrown, by 1935 
the figure had risen to 75 per cent. 
“It is false economy for the mother 
to buy shoes that are heavy and that 
wear for a long time,” he said. “The 
foot of every child changes in size 
every 16 to 18 weeks. Small shoes worn 
during youth can, and do, cause serious 
foot troubles in later years.” 
“Solidified activities by shoe retail- 





BOOT AND SHOE RECORDER, September 19, 1936 


ers and chiropodists for the prevention 
of preventable foot defects from im- 
proper footwear will in time reduce 
the too high percentage of persons 
with defective feet,” Dr. Lelyveld 
stated. 

More than 1100 delegates from all 
parts of the country attended the show 
and heard the lectures given during 
the week. Retiring President A. Owen 
Penney gave a broadcast over station 
WNYC on the care of children’s feet, 
particularly stressing the point of de- 
pendable shoes for children. 

The election of officers was delayed 
until 3 o’clock Tuesday morning by a 
hotly-contested election of vice-presi- 
dents. The members elected Dr. G. 
Earle Whitten, of Oakland, Calif., 
president and re-elected Dr. Arthur R. 
Morley, of New York, secretary-treas- 
urer. 

Two New York chiropodists were 
named as vice-presidents, Dr. Harry L. 
Goldwag and Dr. John Mueller. The 
other vice-presidents were Dr. Cecil P. 
Beach, of Cleveland; Dr. John A. 
Walker, of Hartford, Conn.; Dr. Wil- 
liam S. King, of Memphis, Tenn:, and 
Dr. George A. Custer, of Chicago. Dr. 
Lewis Lewy, of New York, and Dr. 
Charles Krauz, of Philadelphia, were 
elected to the council. 


Gallen Kamp Chain Expanding 


SEATTLE, WASH.—In Seattle for the 
opening of the new Gallen Kamp shoe 
store the other day at 4333 University 
Way, was L. H. Geisler, Northwest 
manager whose headquarters are in 
Portland, Ore. His observations of con- 
ditions on the Coast convinced him 
that the shoe business is on the up- 
grade, and his concern, considering the 
time ripe for expansion, is supporting 
this judgment by adding new units. 

The new link in the Gallen Kamp 
chain in Seattle has been placed under 
the management of R. L. Kish. His 
store is the first of the chain to be 
located in the college district. 
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How Can Robinson-Patman 
Law Affect Shoes? 
[CONTINUED FROM PAGE 42] 


sibility, more interest in the welfare of 
the nation, will create more ambition 
among the youth, even though it might 
curtail the great power of combina- 
tions. 

It will establish, if the law is sin- 
cere, a middle-of-the-road policy. While 
I am a believer in the capitalistic sys- 
tem, this system should be directed 
toward good, straight, American think- 
ing. It should not encourage the de- 
velopment of a few billionaires. It 
should, rather, be concerned and in- 
terested in creating a great, substantial 
middle class. 

However, I question, after a casual 
reading of the Robinson-Patman law, 
whether this can affect the shoe busi- 
ness in any way. I can visualize, for 
instance, the distress of the independent 
druggist who has as competition a 
tremendous chain that can buy quan- 
tities of merchandise, and sell standard 
remedies at the price the independent 
merchant must pay to the jobber, and 
this robs him of the profit that is 
necessary to enable him to survive. 
Since the goods are identical their 
purchase requires no knowledge, ex- 
cepting a knowledge of the name. 

In the purchasing of shoes, for in- 
stance, there is no such thing as 
standardization. Hides and skins, from 
which sole leather and upper leather 
are made, cannot be standardized. Nor 
can the shoemaking be exactly stand- 
ardized. In one case a man cuts a 
dozen pairs of shoes from thirty-six 
feet of leather. In another case the 
factory allows a cutting of forty-eight 
feet. An insole can be lightened. 

In fact, no standardization can be 
achieved in the making of shoes. They 
may look the same on the surface, but 
the cutting and construction of the 
shoe can be changed so that a great 
variation takes place. 


Therefore, the Robinson-Patman law | 
cannot regulate the shoe trade, ex- | 
cepting that it can prevent rebates | 


for advertising purposes, special dis- 


counts or offering other advantages | 


and services to favored customers. 


The author of this law, as I under- | 


stand it, is endeavoring to umpire 


business in the manner in which sports | 
are umpired. I understand this to be | 
the spirit of the Bill, but whether it | 
will succeed is another matter. It is | 
a piece of legislation. It might do great | 
harm, if not properly constructed, or | 


it might do great good. I am merely 
endeavoring to express my views as to 
what I regard as fair play in business, 
the same system evolved in sports, so 
that character and efficiency cannot be 
undermined by the bludgeon of cor- 
porate wealth, by the use of trickery 
and unfair methods. 

Competition, to be sound, should be 
based upon service, and the develop- 
ment of service throughout the nation 
will establish a better industrial sys- 


tem. 














U. 8. PATENT 
No. 1,998,988 


Repeat sales just naturally gravitate to merchants selling 
shoes equipped with STA-TITE HEELS. For only a heel 
with real construction features built into it can induce 
repeat business. 


STA-TITEs are the only heels in which originality and 
beauty are combined to give 90% more wear than any 
other heel on the market. 


PANTHER PANCO 


COM PANY 


CHELSEA, MASS. 
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to help you sell more . « « 


EVANS SLIPPERS 


these 


National advertising in three 
famous magazines would be money 
wasted if Evans Slippers were not 
naturally the kind of slippers that 
They buoy up a man’s 


pride of possession quite as much as 


men prefer. 


fine guns or rare books. They give a 
baker's dozen in comfort—and throw 
You'll 
find Evans a most profitable line to 


in an extra dozen for style! 


carry — particularly since Evans is 
the only nationally advertised men’s 
slipper. Then, too, there are 200 
models, of ‘which 75 are carried in 
stock at the factory. Padded Soles 
from $1.25 up. Leather Soles from 


$1.85 up. 
L. B. Evans’ Son Co., Wakefield, Mass. 


FEATURED ABOVE 
STYLE 1485 . . Tan kid opera 
— brown patent inlay — full 
leather lined — rubber heel 
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Vacationing on the Riviera 
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Strolling with their wives on the waterfront at Cannes, France, are Harry Edison, president 
of Edison Brothers Stores, and B. S. Solar, president of Compo Shoe Machinery Corporation. 
Mrs. Edison wears slacks while Mrs. Solar wears shorts, but both are wearing Compo shoes. 





Boston Golf Tournament 
September 24 


Boston.—The success of the shoe 
and leather trade golf tournament of 
the Boston Boot and Shoe Club, held 
early last June, has led the club’s golf 
committee, under the leadership of 
Frank C. Donovan, of the Boston 
leather trade, to arrange for another 
and final tournament to be held at the 
Wollaston Golf Club, Thursday, Sep- 
tember 24. 

Mr. Donovan and his committee 
men, consisting of well known shoe 
and leather golfers, are completing ar- 
rangements for the event, which will 
be open to all members of the trade. 

A splendid array of prizes will be 
offered the winners in the various clas- 
sifications of play, which include shoe 
manufacturers, leather men, retailers 
and members of the allied trade. 

The committee extend a cordial in- 
vitation for all golfers in the trade to 
turn out for this tournament and make 
it a gala occasion. 

The committee on arrangements con- 
sists of: Frank C.. Donovan, chairman, 
F. C. Donovan, Inc., Boston; James T. 
Gormley, Day-Gormley Leather Co., 
Boston; Arthur D. Knight, “Shoe and 
Leather Reporter,” William E. Doyle, 
Doyle Shoe Co., Brockton, Mass.; Rob- 
ert Nelson, E. E. Taylor Corp., Brock- 
ton, Mass.; Wm. C. McDermott, “The 
Weekly Bulletin’; John F. Murphy, 
Ohio Leather Corp., Boston; Fred 
Ahearn, Bliss & Co., Boston; Marcus 
McWeeney, The Kennedy Store, Bos- 
ton; William Larkin, Stacy-Adams Co., 
Brockton; James T. Keating, James T. 
Keating Leather Co., Boston; W. C. 
Connolly, Leas & McVitty Co., Boston; 
Archie Rogers, Proctor-Ellison Co., 


Boston; Eugene L. Wyman, United 
States Leather Co., Boston, and Wil- 
liam J. Hickey, John R. Evans Co., 
Boston, Mass. 





Baltimore Store 
Celebrates Anniversary 


BALTIMORE, Mp.—Lowenthal’s Shoe 
Shop, operated at 1189 West Baltimore 
Street, is this month observing the 
forty-fourth anniversary of its estab- 
lishment. This concern, throughout 
the almost half a century of its busi- 
ness, has been serving the people in 
West Baltimore and two generations 
have purchased footwear at this store. 
It is the oldest exclusive shoe establish- 
ment in the West Baltimore section, 
and also one of the oldest in the city. 
Featured lines are the Nunn-Bush 
shoes for men, and Enna Jettick in 
women’s footwear. The business is 
headed by Leroy H. Lowenthal. 





Health Spot Shop Opens 


Des Moines, Iowa — The Health 
Spot Shoe Shop has been opened at 
804 West Walnut Street, under the 
management of Clyde M. Long, former- 
ly buyer for the Winkleman Shoe Shop 
in the Haas Bros. Department Store, 
of Omaha, Neb. 

Mr. Long was with the Omaha store 
for eight years. He is a graduate of 
the Orthopedic Institute, Danville, IIl., 
and is well qualified to direct. the sales 
of Health Spot shoes for men and 
women. The shop opened August 22 
and is doing a good business with per- 
sons who have foot ailments and also 
those who have bought this line of 
shoes in other cities. 
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voted to stock in relation to selling areas, fixtures 
designed to display the merchandise to best 
advantage — all of these have a direct bearing 
on profits. 


HEN a merchant invests his money 
in a modernization program, he does 
so with the idea that he will profit thereby through 
the increase in sales volume he expects will follow. 


But such an investment will not prove as profit- 
able as it might unless the store improvements are 
carried out according to a sound merchandising 
plan. Sales volume increases are, of course, most 
desirable. But many merchants pay such a high 
price to gain them that most of the profits are 
squeezed out. 


Shoe stores planned and equipped by this 
organization are stores “planned for profit.” Con- 
sideration is given to every factor that enters into 
the ideal layout for each particular store. Proper 
allocation of departments, the correct space de- 


GRAND RAPIDS STORE + 
EQUIPMENT COMPANY 


Main Offices and Factories: 
Grand Rapids, Michigan 


* 


Branch Offices and Representatives in Principal Cities 


Thirty-five years devoted to the study of retail 
merchandising, and our daily contact with hun- 
dreds of merchants in all parts of the country. 
give us a fund of knowledge not possessed by 
any similar organization. The benefits of this 
experience are at your disposal. 


Before you go ahead with a program of store 
modernization, seek the best counsel available. 
Such a project is too important to leave to chance. 
Let us, without obligating you in any way, ex- 
plain our store planning service to you and show 
you how you, too, can sell more, more profitably. 





MAIL THIS COUPON TODAY 





Grand Rapids Store Equipment Co. B-9 
Grand Rapids, Michigan 


Please send us further information on your 
Store Planning Service and Equipment. 
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Compo Has Largest Month 


Boston, Mass.—Complete figures 
have just been compiled showing the 
production of Compo Shoes for Au- 
gust. 4,310,000 pairs were manufac- 
tured by licensees of the Compo Shoe 
Machinery Corporation. Compo of- 
ficials report that this is the largest 
month in the history of their business. 


New Loewendahl Showrooms Opened 
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Part of the salesroom in the suite of offices maintained by the Walther Loewendahl Industries, 


Inc., in the Forrester Building, Los Angeles. 


The executive offices and the reception rooms 


are to the right in this photograph. 


Los ANGELES, CALIF.—A steady pro- 
cession of well-wishers representing all 
branches of the Los Angeles shoe in- 
dustry inspected the elaborate new 
sales and executive offices of the 
Walther Loewendahl Industries, Inc., 
which have just been opened on the 
ninth floor of the Forrester Building. 
Buyers from all over the West Coast 
have been invited to visit the rooms. 
Many have already done so, while hun- 
dreds of others have signified their 
intention of doing so. 

The various lines of shoes on display 
have separate show cases, so arranged 
that only one will be shown at a time, 
if that arrangement is desired. Buy- 
ing tables are set apart from one an- 
other so that the conversation will not 


be heard at an adjoining table. While 
the furnishings and decorative fea- 
tures are most attractive, a genuine 
business atmosphere prevails. 
Walther Loewendahl, the founder of 
this unique method of shoe distribu- 
tion, is assisted by his son, Walther 
Loewendahl, 2nd, a most able young 
man who has had a tremendous amount 


of shoe business experience in his 
eventful life. 
Eastern made shoes which are 


especially designed by this company for 
the West Coast market are featured, 
hence the slogan “East Meets West.” 
A capable sales force is being built by 
the management which will give the 
Pacific Coast buyers the finest mer- 
chandising-buying service possible. 





Husted Opens Second Store 


Detroit, MicoH.—Dr. John W. Hus- 
ted, owner of the Health Spot Shoe 
Shop at 107 East Grand River Avenue, 
selling Musebeck Shoes exclusively, is 
opening a second downtown store in 
about six weeks. The new store will 
be located in the Park Avenue Building 
on Park Avenue and Adams Avenue, 
and will be approximately the same 
size as the present store. Manager 
for the new store has not yet been 
selected. 

No booths will be erected in the new 
store, as was done in the present loca- 
tion. Commenting on this, Dr. Husted 
said, “Booths are not at all necessary 
in our type of business. They are just 
an unnecessary expense. 

“We put them in for the customers 
that might come in with bad com- 
plaints, because of the nature of special 
footing for foot troubles that we have. 
Some of these require special treat- 
ment. 

“We find the booth is not even neces- 
sary for the customer who complains 
loudly. Other customers in the store 
at the time are more likely to think the 
complainer is unjust or just a ‘crank’ 
rather than to blame the store, and I 





do not think we have lost two sales in 
a@ year as a result.” 

The new store will be in a ground 
floor location with professional display 
window space. 


Standard Shoe Co. Expands 


Bounp Brook, N. J.—The Standard 
Shoe Company of New Brunswick will 
occupy 12 Hamilton Street, which was 
formerly the place of business of the 
Brook Shoe Shop, owned by Joseph 
Consoli. Extensive renovations and 
alterations have been started by the 
new concern. The company, which now 
has three branches in New Brunswick, 
will carry a complete line of men’s, 
women’s and children’s shoes. 








Thos. F. Ford Opens in Frisco 


SAN FRANCISCO, CALIF.—Thomas F. 
Ford, who has had considerable experi- 
ence in selling comfort shoes in the 
East, particularly with The Coward 
Shoe Co. of New York and Julius 
Grossman of Brooklyn, has opened his 
own store at 518 Geary Street. This 
is known as The Antioch Shoe Shop, 
as that make of shoes is carried. 




























BOOT AND SHOE RECORDER, September 19, 1936 


Auto Exhaust Fumes May 
Damage Leather 


PEaBopy, Mass.—Gassed leather is 
an old topic that’s new again. Tanners 
would like to hear from shoe mer- 
chants any evidence they may have 
to report. Gas fumes pour from the 
exhausts of motor cars that roll along 
the streets and the presumption is 
that this gas is injurious to the 
leather in shoes that walk along the 
street. But it’s only a suspicion, and 
not an established fact. 

Yet it must be that the carbon 
monoxide does something to leather, 
for illuminating gas, seeping from jets 
in libraries, used to ruin the leather 
bindings on millions of books on the 
stacks, even though the seepage wasn’t 
enough at any one time to be notice- 
able. It was the trifling seepage day 
after day that did the damage. The 
English tanners once appointed a 
commission to inquire into it, but just 
as the commission was summing up 
the facts, incandescent electric lamps 
came into use and so this problem of 
gassed leather was ended. 

Then there’s also the problem of 
what heat from the engine, mixed 
with the fumes of oil and gas, may 
do to shoes that rest for long rides 
under the hood of the car, and within 
a couple of feet of the engine. There 
are on the record already a few in- 
stances in which the shoes have been 
damaged by engine heat, the wearers 
of the shoes riding in cabs of motor 
trucks. 


Men's Fall Shoes Active 


Los ANGELES, CALIF.—Two Jarman 
shoes in the Brooks Clothing Co. men’s 
shoe department that are showing 
especial activity in the early Fall sell- 
ing are a saddle tan calf and a brown 
alligator calf. Both these shoes are 
built over medium toe custom lasts, 
the best selling last in the house by 
far, reports Manager J. R. Reid. Light 
weight grains, especially the wing tip 
models, are selling so well that they 
are giving the very popular reversed 
calf leathers a good run for sales hon- 
ors. In the reversed calf shoe it is a 
case of crepe soles for slack wear and 
the leather soles for street or dress 
wear. 


Des Moines Stores Report Gains 


Des Moines, Iowa—Shoe men of 
Des Moines are finding business much 
better than a year ago, sales have been 
very good in spite of the extremely 
hot weather. 

In Younker’s basement shoe depart- 
ment, the high colors are selling well. 
Deep browns are leading the colors 
with black second and rust and deep 
green next in favor; while grays and 
dubonnet are demanded by some. 
Suedes and gabardines with leather 
trimming are most in demand in the 


Propr-Bilts score again 
with new short k part 


IN STOCK The country’s finest stores choose 


Propr-Bilts, America’s “Number 
One” line of scientifically correct 
children’s footwear. 


Ipe 
LUG. 


THE CORRECT SHOES FOR GROWING FEET 


There is only one original. 


Build more 
high grade chil- 
dren’s shoe busi- 
ness —the Propr- 
Bilt way. Write 
today for our com- 
plete catalogue, 


Sixty-Two 
smart styles 
IN STOCK 


for boys and girls 
of all ages 


-SSEE 





Prices Up—Business Good 


Denver Stores Report Early Rush for Women's Fall Shoes in New 
Colors and Patterns 


DENVER, COLO.—In spite of recent 
hot weather, Fall trade at Broad- 
hurst, Inc., has been splendid, with 
heavy sales of high colors. Suedes and 
buck-o’s have the lead in green, brown, 
black, gray and wine. Prices are up a 
dollar on the higher grades and range 
from $6.85 to $14.50. Present trade 
promises a big season with a good gain 
over this season last year. 

Suedes in black are first at the 
Denver Dry Goods Co., with brown a 
strong second. All styles feature high 
effects which are proving popular. 
Business is good and sales are heavy 
in all departments. Prices range from 


$6.00 to $14.50. High riding oxfords are 
favorites. 

Joslin’s have a new shoe repairing 
department in the basement of the de- 
partment store. This makes Joslin’s 
shoe service comparable with that of 
the other leading dry goods stores of 
the city. This new shop advertises pop- 
ular prices, best wearing materials, 
finest workmanship, all soles sewed on, 
service while you wait, shoes made 
longer or wider, low every-day feature 
values, men’s live, springy leather heels, 
leather or composition half soles at 
59c., full soles with heels at $1.79, and 
heel lifts at 19c. 





high-built pumps or tailored ties with 
high heels. 

The broad strap shoe has been much 
in demand all Summer and still is. very 
good. The trend in colors is toward 
the darker shades for all kinds of 
street or afternoon wear. 


Doumitt Bros. Branch Out 


SAN FRANCISCO, CALIF.—Doumitt 
Bros., who have a fine Foot Comfort 
shoe store in Portland, Oregon, have 
opened a branch store at 426 Geary 


Street. Musebeck Health Spot Shoes 
are featured in the new store, just as 
they are in the original Portland store. 
The Doumitt Foot Exerciser also re- 
ceives attention in the new store. 


Patent Sales Increase 


Boston, Mass.—The Colonial Tan- 
ning Company, Inc., reports that net 
sales of black and colored patent 
leather during August were 1,740,594 
ft.—an increase of 735,867 ft. over the 
same month in 1935. 
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MEN’S and WOMEN’S 
BOWLING SHOES 
24 Styles in stock 
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Chicago, tl. 
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Fall Increase Expected 


Tacoma, WASH.—Remodeled recently 
fo lead the vanguard of new fashion 
footwear purchasers to its smart por- 
tals, the Fashion Bootery, at 1128 
Broadway, is preparing for heavy Fall 
business. The store has been trans- 
formed by recent improvements into 
one of the most beautiful shoe stores 
in the Puget Sound area. 


* 


Fashion Future of Footwear 
[CONTINUED FROM PAGE 48] 


is a definite fashion acceptance for the 
square toe which deserves its continued 
featuring by retailers. It is expected 
to be best in 14/8 and 18/8 or higher 
heels, with the middle height of 16/8 
not so good. Always indicated on pat- 
terns which have the squared-off lines 
or angular lines such as the D’Orsay. 
The meeting was very negative on 
walled lasts. 

Q. 2.—What will be the effect of 
short skirts on pattern types? 

ANS.—Short skirts will focus atten- 
tion on ankles and make dramatic, 
flattering shoes doubly — important. 
There was a division of opinion as to 
whether short skirts will lower pattern 
lines. Short skirts and pumps are a 
tradition of the past. The point made, 
however, was that hats are entirely 
different (much higher) than when 
short skirts and pumps were worn last. 
The consensus was that high lines cut 
away and lightened will lead with the 
new short skirts but that there is also 
a growing demand for pumps. 

Q. 3—In strap patterns, will they be 
broad or narrow—one strap or a multi- 
strap? 

ANS.—The broad strap lessening in 
importance except for basic tailored 
shoes on leather heels. Narrow straps 
gaining in line with the demand for 
more feminized shoes. Dainty, intri- 
cate, multi-strap patterns very impor- 
tant with crossed effects particularly 
prominent. Button adjustments are the 
new note in these strap shoes for high 
fashion young trade. 


Footlights on Men's Shoe Meeting 


The Men’s Fashion Committee got 
away to an auspicious start under the 
direction of Ernest Smith of John 
Wanamaker, New York. William 
Jackson was introduced and presented 
the apparel picture. stressing the im- 
portance of gray and the lovat shades 
of gray green and brown green and 
the increasingly important sports pic- 
ture. 

Joe Geuting of Geuting’s, Philadel- 
phia, made a plea for a more factual 
and comprehensive service by the gen- 
eral fashion press. 

Miss Ruth Kerr presented the color 
picture with novel color cut-outs which 
were suggested by the names of the 
darker colors. The high light of Miss 
Kerr’s remarks was that color today is 
not only color, but actual finishes. The 
colors that go into leathers take their 
inspiration and their practical applica- 
tion from the finishes of the stock. An 
interesting point in her comment was 
that after all there are three distinct 
blacks which go to make the 65 per 
cent black which is forecast for Spring. 
Browns will be decidedly lighter and 
will be used in smooth, boarded and re- 
versed calf, as well as in trims on white 
buck and white washable calf. 

Lasts were discussed and the inform- 
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TRADE MARK REGISTERED 
The perfect leather innersole 





The growing insistence 






on better quality and 






greater comfort is best 






answered by specifying 






Van Tan Innersoles. 


VAN TASSEL 
LEATHER COMPANY 
NORWICH, CONN. 


also manufacturers of 


LEATHERPLUS 


completely waterproofed outersoles 
















ation was brought out that the broader, 
squarer toes were coming in for in- 
creased acceptance and that custom 
wood was definitely returning and it is 
a far more satisfactory type of last 
for the retailer to handle since this new 
type of wood (that is, new to the vol- 
ume business) is a much more satis- 
factory proposition to fit. 

Among the retailers that spoke were 
William Nay of Wheeling, W. Va.; 
George Casey of Thayer McNeil, Bos- 
ton; George Hess, N. Hess and Sons 
of Baltimore. The matters discussed 
were the place of whites and combina- 
tions in the Spring picture; promo- 
tional shoes to create extra sales; last 
and pattern trends. 

Interesting footlights of the Tues- 
day Women’s Fashion Forum: 

TRENDS AND INFLUENCES— 
Jessica Daves, Vogue.—“Watch the in- 
fluence of the English coronation. 
Watch the interest in ‘Americana’ 
shoe fashion influence derived from our 
own native sources.” 

SILHOUETTE AND COSTUME 
FABRICS — Elizabeth Ambrose, Har- 
per’s Bazaar.— “Dominant silhouette 
molded through the waist and widely 
flared in the skirt—creating more in- 
terest in the glove-fitted, molded shoe. 
Fabrics have subdued interest.” 

LASTS—Ruth Kerr, Calf Tanners’ 
Association. — “In lasts —the broader 
tread was brought about by the spread 
of women’s feet due to the sandals they 

[TURN TO PAGE 73, PLEASE] 
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Where Shoe Business Comes From 
[CONTINUED FROM PAGE 57] 


management to corral the doctors who specialize in 
foot-work. 

Again the windows: The business obtained from them 
exactly reflects either the location or the type of win- 
dows they have. If the windows are up the alley, the 
figure is low; if they have a bad front, it is again low; 
but if they have a fine length on the street with ade- 
quate room for display, the figure is relatively high. 


Dallas Collegiennes Shop Early 


Datias, Tex.—College-going girls surprised Dallas 
merchants by making their shoe selections in July this 
year, and set the pace at Neiman-Marcus Co., Dreyfuss 
& Son, Titche-Goettinger Co., A. Harris & Co., Volk’s, 
Sanger Bros. and other stores for re-orders to shoe fash- 
ion-conscious grown-ups for the heralded race meet at 
Arlington Downs on Oct. 22-Nov. 22. Ordinarily the 
Texas collegiennes shop in August, and perhaps less 
definitely influence the entire Fall shoe picture. 

Listed by Dallas merchants are some of the shoe 
styles which collegiennes picked early, and which are 
proving fashion leaders by their elders for wear at the 
current horse shows and are expected to nose ahead at 
the approaching race meet: 

1. High-cut black suede oxford with a saddle treat- 
ment of black patent leather and black patent heels. 
This general type of boot oxford was picked by Dallas 
girls going East to school this Fall as the leading shot. 
In black, as described, this oxford was selected by one 
girl to accent a classic dress of sheer gray wool with a 
hat of gray caracul and black antelope suede. 

2. Afternoon slippers of black suede with gold piping. 

3. Low-heeled brown suede and calf oxfords—se- 
lected by a particularly style-conscious girl for wear 
with a camel’s hair suit with blocked lapin brown coat. 

4. Dark blue alligator oxfords with high leather heels. 

5. Rangerette boot in reversed calf, dark green, navy, 
copper-brown and black, that fits snugly around the 
ankle, , 

6. Black calf in high cut boat model with self-piping 
down front. 

7. British tan calf one-strap and saddle on a blue 
suede foundation with fine perforations for trim. 


Men Buying More Browns 


Los ANGELES, CaLIr.—All indications point to a very 
satisfactory sale of brown shoes for men for the com- 
ing season in Bullocks. Brown shoes with the new gray 
and blue-gray suitings are being bought quite freely. 
Brown alligator bids fair to be a first-rate seller. Brown 
reversed calf shoes are still holding their popularity, 
although this season there is a switch to leather soles. In 
all types of shoes, the broader toes are definitely in the 
lead by a wide margin. 











No. 8000 
Shearling Scuff 


No. 9000 
Electrified Shearling Mule 


No. 5490 
Kid Gypsy Boot 


No. 2440 
Kid Bootee 


SWAN shearling bootees continue as the 
quality leader. Another season brings an- 
other array of Yuletide favorites. Colored 
leathers, electrified and natural wool shear- 
lings, both leather and padded soles in a 
variety of styles are available. Our 1936 
slipper catalog will bring you full infor- 
mation. 


SWAN SHOE COMPANY 


Baltimore Maryland 
NEW YORK OFFICE CHICAGO OFFICE 
705 Marbridge Building 209 S. State St. 
Wisconsin 7-8962 Harrison 
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Dancing Shoes 
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BUY A NATIONALLY KNOWN 
BRAND 


We carry everything in dancing shoes, 
also a complete line of bowling shoes. 


Write for price list 
ROVICK THEATRICAL SHOE CO. 
Manut: 


jacturers 
325 W. Madison St. Chicago, tl. 
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Women's Shoes 
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Liquid Wax 
NEW KIND OF SHOE POLISH 











SWAGGER LIQUID SHOE WAX 
REVOLUTIONARY 


Colors that sell as fast as white! 
The first “ year-round-flash” in 


polish. REPEATS . . . PROFITS. 


Send for FREE SAMPLE Today 
SWAGGER, INC. + 916 PARRISH STREET 
Philadelphia, Pa. 














J. |. Southwick Starts Store 


SAN FRANCISCO, CALIF.—J. I. South- 
wick has opened a Foot Relief Salon 
at 362 Geary Street. Marshalaise 
shoes are featured. Mr. Southwick is 
well known in San Francisco shoe 
circles, due to his long association with 
Sommers & Kaufmann and also his 
connection with the White House, 
where he acted as shoe buyer. 
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Who is Ernst Dryden? 


Ernest Dryden, a Viennese by birth, 
received his early fashion training in 
the finest French houses and became 
famous for his fashion sketches and 
designs in the noted style magazine of 
the Continent, Die Dame. His first 
work in America was with Germaine 
Monteil. He then returned to Paris 
and was summoned to America again 
to make a collection for Saks’ Fifth 
Avenue. He was also associated with 
Hattie Carnegie. 


- 


bei 








ERNST DRYDEN 


The glamour of Hollywood beckoned 
him and he arrived to costume the 
Viennese musical, “The King Steps 
Out,” starring Grace Moore. It was 
both dramatic and fitting that his first 
moving picture assignment’ should 
again call to mind the costumes of the 
land of his birth. He was next as- 
signed to costume the new Frank 
Capra production, “Lost Horizon,” the 
influence for which he derived from 
treasured plates and forgotten litera- 
ture of ancient Tibet. 

Realizing his creative genius, Co- 
lumbia Studios signed him on a long 
term contract and, at the moment, he 
is preparing to costume Grace Moore’s 
new starring vehicle, “Interlude” and 
the forthcoming Dolores del Rio pro- 
duction, “Depths Below.” 

“Utter simplicity combined with 
beauty of line and fabric should be the 
smart woman’s only fashion creed,” 
according to Ernst Dryden. 


Good Fall Business Expected 


DAYTON, OHIO—With only one large 
shoe retailer in this city presenting a 





complete showing of Fall styles and . 


models prior to September 1, others 
started the Autumn drive after Labor 
Day with cooler weather prevailing, 
acting as a stimulus for Fall shoes. 
Even during the hot weather, dealers 
reported an unusual amount of inter- 
est in. Fall merchandise and they an- 


ticipate a big turn-over as soon as the 
public starts buying in earnest. Suedes 
appear to be in greater demand. Black 
is the predominating color in higher- 
heeled models, with brown as second 
choice and green third. In the walking 
and college types of shoes, brown 
leads in the lower-heel styles with 
green next. 

With economic conditions decidedly 
improved in this city and with more 
men and women being employed than 
a year ago in the industrial plants, 
retail shoe dealers here, together with 
merchants in other lines of business, 
are anticipating the biggest buying 
spree in years. Many are reported to 
be stocking heavily. 





Goes Modernistic 


CuicaGo—The Ground Gripper Shoe 
Shop, located for the past seventeen 
years at 29 East Lake Street, opened 
its new store at 174 North Wabash 
Avenue on Saturday, September 12. 
The new store is completely modern 
with new furnishings throughout, and 
it is the first store in the Ground 
Gripper chain to have a modernistic 
front. 

The base of the store front is made 
of Vitrolite, and the windows are of 
bent glass with a large Neon Flex- 
Lume sign the length of the store 
over them. The front was specially 
built and designed and is something 
entirely new in store fronts in the 
Middle West. D. D. Bandy, manager 
of the store, expressed the belief that 
with the new location and increased 
foot traffic, the firm will enjoy a 
greater business than ever before. 





Chicago Store Remodeled 


Cuicaco, Inu.—The Florsheim Shoe 
Store at 32 East Jackson Boulevard 
was reopened recently after being com- 
pletely remodeled. Previously the store 
had curved windows, and by tearing 
them out and installing an entirely 
new modern front with windows flush 
to the sidewalk the interior of the 
store has been greatly enlarged. The 
store is equipped with walnut chairs 
and fitting stools upholstered with sad- 
dle tan leather. Thomas Maguire, 
manager of the old store at 32 East 
Jackson Boulevard, will continue in 
that capacity in the new store at the 
same location. 





J. R. Reid Promoted 


Los ANGELES, CALIF.—J. R. Reid is 
now in charge of the sales and mer- 
chandising of the two Brooks Clothing 
Store men’s shoe department. He suc- 
ceeds J. R. McCullem, who is now in 
charge of the three Browning, King 
Clothing Co. shoe departments in New 
York City. Both young men originally 
came from the Bond Shoe Co. in Jack- 
son, Tenn., several years ago. Mr. 
Reid acted as manager of the shoe 
department of the Brooks Broadway 
store, here, under Mr. McCullem. 
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TWO QUESTIONS a 
TWO ANSWERS 


YOU: These displayed shoes of mine just don’t look 


right. What’s wrong? 


WE: Plenty! The shoes are strained and un-natural. 
Those forms you have in them are pushing and 
pulling every which way. Look at that line— 
and this crease in the shoe. Those inferior 
forms you’re using have lost all the original 
loveliness in your shoes. No wonder they look 
awkward! 


YOU: What do you suggest? I can’t afford to have 
my shoes looking.this way! 

WE: Use Fairy Forms inside your shoes. . They’re the 
only forms built as perfectly as the lasts on 
which your shoes were made. They’ll hold 
every line—every curve. Use Fairy Forms in 


your shoes. You'll see the difference you’ve 
been looking for. 


SHOE FORM CO., Inc. 
AUBURN, N. Y. 


Manufacturing Branches 
United Last Co., Ltd., Montreal, Canada 





Northampton Frankfort 
England Paris Germany 
Melbourne, Australia France Mexico City, Mexico 











“I Have a Bite” 


[CONTINUED FROM PAGE 44] 


Cut right through stitches and all, goes in, rubber-cement the back part of I-never-lend-it variety. See Figure 10. 
making a thin edge on the lining this vamp lining to the vamp itself. Wrinkles behind boxing. Here is 
leather. If you cut enough of these All this is a slow and tricky job (you one the customer will never think of, 
stitches so you fear the cloth vamp may botch a pair or two learning it) but if you do it on your own accord 
lining will wrinkle down as the foot and it requires a real knife of the [TURN TO PAGE 75, PLEASE] 
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Fig. II 


To make a buckram stand firm and erect (to fasten buckle) cut it so A B C is a straight line. But in sewing 
pull A B C into a curve to fit the throat of the opera. 
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Dancing Shoes and Taps 
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TAP DANCING SHOES 


IN-STOCK 
PATENT 
LEATHER 
Women's 
$1.25 
Misses 
$1.15 
Children's 
$1.10 





dies white kid Sicitianbas 
BLOG SHOE COMPANY 


147 Duane St. New York, N. Y. 











Pat. Tap Slippers 
IN STOCK 


822 C width only. 
ALSO LOWER GRADES 


SCHWARTZ & HERDER, INC., MFRS. 
70-72 N. 4th St. Philadelphia, Pa. 











TAP 
DANCE 
SHOES 
@ 
In 
Stock 
Patent Leather 
Women’s $1.55 . 
Misses’ $1.45 
yews «Mens gage 
Misses’ $1.50 A-B-C 2%-8 11%-2 
ae 


Owens SHOE Co. 
28 Goodhue St., Salem, Mass. 











BOOT AND SHOE RECORDER, September 19, 





1936 


“Back to School” Fall Ad Story 


[CONTINUED FROM PAGE 41] 


to provide a more certain peg on which 
to hang at least a part of the early 
Fall promotion, and with more boys 
and . girls going away to school and 
college this year than in the recent 
past, and the prospect of more liberal 
buying of shoes and clothing for the 
youngsters who attend school at home, 
the stores were more than justified in 
making a strong bid for this business. 
They have been doing just that and 
some very interesting angles of ap- 
proach have been developed in school 
shoe advertising this year. For ex- 
ample: 


"Do You Remember,” Asks Coward 


“Do you remember,” asked Coward 
Shoes, in the caption of a clever ad, 
“when your parents sent you back to 
school in Coward shoes? We won’t say 
how long ago that was, but you and 
we know that for 70 years Coward 
shoes walked back to schools on the 
feet of millions of healthy youngsters. 
Seventy years ago it was the unusuai 
—not the usual—thing for parents to 
worry about proper shoe fitting for 
children’s feet. Today it is common 
practice for thousands of mothers in 
every walk of life to entrust the future 
foot health of their children to us. It 
costs no more, you know.” 

Fyfe’s of Detroit showed three smart 
new girls’ shoes in an ad that carried 
the caption “Away to School.” One 
was a kiltie tongue pattern, one a high 
front oxford, the third a fancy oxford 
with cutouts on forepart. “These are 
the shoes,” the ad proclaimed, “that 
will scamper to classes and beat time 
at football games. They’ll carry you 
through trying weather—they’re re- 
liable—they’re favorites—and all be- 
cause of their good flexible leathers, 
substantial soles and dashing young 
lines.” 


Shoes for the College Man 


Nor was the college man neglected 
in these early Fall school shoe adver- 
tising. “Prepare now,” advised Shul- 
man & Co. of Norfolk, Va. “Here 
you will find . . . in Bostonians... 
correct, authentic styles worn on every 
campus .. . types favored by those 
chaps who lead a charmed life as the 
best dressed men about school, the 
A.A. managers, the Frat hounds . 
you’ve met them or will meet them, so 
why not be on a comparable basis in 
smart footwear?” 

“Strongest shoes we know of for 
active youngsters” were advertised as 
boys’ specials in the August sale of 
Marshall Field & Company, Chicago. 
“Because the soles are made of ‘raw 
cord’ (reinforced rubber), because .the 
leather for the ‘uppers’ is specially 
selected of extra strong hides, because 
in every detail these shoes are con- 
structed to stand the wear a boy gives 


» 


them, we know they are the ‘most for 
the money .. . in shoes for boys.’ ” 

“Collegebred — individuality for 
youth” was the headline of an inter- 
esting ad by Titche-Goettinger Co., of 
Dallas, which showed not only a cut 
of the shoe in halftone, but also gave 
four interesting little line sketches of 
various fashion details. “So young... 
so debonair,” the description ran, “so 
different in their smart detail. Col- 
legebred models are individualized in 
style and in their smooth, easy fit! 
‘Your footprint in leather’ in every 
pair means moulded to the natural 
shape of your foot, exactly.” 

“Vitality is a college ‘must,’ observes 
Volk Brothers Co., also of Dallas. “And 
so, we’d say, are these two Vitality 
shoes. Their swagger good looks 
smartly team up with college togs. 
And their comfortable fit builds the 
perfect groundwork for the busy col- 
lege career.” 


Advises X-Ray Use 


“Send them back to school in Belk’s 
new footwear correctly fitted by X- 
Ray,” advises Belk Bros. Co. of Char- 
lotte, N. C. “We use the above state- 
ment extensively . . . for it expresses 
a fact that is most important to the 
physical and mental well-being of your 
children and yourself. Good feet mean 
better health. This is especially im- 
portant now that they’re going back 
to school. Let us fit their shoes cor- 
rectly by X-Ray.” 

And Gude’s, Los Angeles, features 
“Campus Tramps” which they describe 
as “Majoring in smartness and wear- 


‘ability. Designed for the co-ed, but 


often ‘cribbed’ by career sisters and 
modern mothers.” The styles featured 
in the ad include a kiltie oxford in 
black, brown, blue and tan bucko, a 
monk oxford of brown or black Bucko 
with alligator calf trim and an oxford 
with square eyelets and English bind- 
ing, featured in black, brown, hunter 
green, wine and storm gray Bucko, 
also in tan calf. 

So go some of the back to school and 
college ads of prominent stores the 
country over, and there were hundreds 
of others, all contributing something 
of interest and factual value to the 
business of keeping the public informed 
about styles and values, also doing 
their bit in helping Fall shoe business 
get away to a good start. But early 
Autumn shoe advertising was not con- 
fined to school shoes by any means. 
Hundreds of ads told the story of 
style, quality and value with attractive 
illustrations, artistic layouts and ty- 
pography and a copy slant as new as 
the season or the shoes. For example: 

“The high cut line is the new line 
in oxfords,” says B. Altman & Co., 
New York, “and the higher the smart- 
er. It flatters the foot and gives a 
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FOR GROWING FEET 


comfortable, snug feeling of support 
over the instep. We are featuring them 
importantly in suede.” 

And way out in Los Angeles, on the 
Pacific Coast, I. Miller features navy 
blue in an ad that shows three of the 
most important Fall shoes and match- 
ing bags. “Navy blue, deep, rich and 
vital, is promised a truly great vogue 
this Autumn—an interesting color for 
the monotone ensemble or for contrast 
with gray and wine tones—many more 
than these three, of course—and the 
shoe and bag ensemble an insistent 
note of fashion.” 


Black Suede Widely Promoted 


“Pitch Black Suede” is advertised by 
DePinna, Fifth Avenue, New York, as 
“Fall’s high fashion,” in a “gored, kid- 
piped step-in that is emphasized daily 
in the Paris cables. It has a graceful, 
flattering cut that makes one’s foot 
look delightfully slender.” This De- 
Pinna style is one of the new high- 
front models, gored at the side, and in 
this instance carries a medium high 
Louis heel. 

“High fashions in pitch black suede” 
are likewise advertised by Macy’s in 
an ad which explains that All Paris 
is going UP... . If it’s a high silhou- 
ette it’s high style . . . in frocks, in 
hats, in SHOES. Every one of these 
shoes has an up-going vamp, every shoe 
is designed for flattery, as well as style, 
and every shoe comes in pitch black 
suede. 

This high-cut tendency has also in- 
fluenced the trend in slippers and so 
we find Macy’s also featuring in their 
advertising “Modern Juliets” in vel- 
veteen. These are of the order of the 
women’s slippers that the trade knows 
by name of Juliettes and in men’s as 
Romeos. They come in black, blue, red, 
rust, wine, Paris green and dusty 
green. The ad says of them: “The 
most exciting, dramatic and yet com- 
fortable slipper in years! A ‘natural’ 
for college-goers! Inspired by the mo- 
tion picture ‘Romeo and Juliet’ (the 
MGM production now playing at the 
Astor Theater) and the smartest, new- 
est things to wear with your lounging 
robes or pajamas. A modern version, 
really, of your grandmother’s Juliettes, 
with old fashioned pull-on straps, 
matching elastic gores and modern 
square toes, square heels and jodhpur 
high riding cut. Sizes 4 to 8, medium 
width.” : 


Fall Fashion Platform 


I. Miller stores, presenting “an Au- 
tumn fashion platform for a sophisti- 
cated petticoat government” in an ad- 
vertisement in tune with the prevailing 
political interest, advocate the follow- 
ing: 

“Color Correctness—in shoes, bags, 
gloves and hosiery . . . as always, in 
authentic, new-season colors to accent 
or match your costume:—Vintage .. . 
Titian Brown . .. Steel Gray .. . Green 


*- 


. . Blue. 
“Black Shoes-—for the season’s lead- 
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KEWPIE TWINS SHOE 


& 


710 NORTH 12th BLVD. 
National S 


No. 104—Brown Elk Blucher Shoe 
No. 103—Smoked Elk Blucher Shoe 
No. 101—White Elk Blucher Shoe 
Damproof Soles Plain Toe 
51%4/8 B-C-D $1. 
8144/12 A-B-C-D 


Write for Catalog 


‘FINE GOODYEAR WELTS EXCLUSIVELY 


THE JUVENILE | SHOE E CORPORATION 


SAINT LOUIS, MO. 
hoe Fair—January 4, 5, 6, 7, 1937 
836-838 Palmer House, Chicago 





off. With sports woolens as well as 
dressier ensembles. 

“Suede—as the leading shoe material 
to complement your Autumn wardrobe. 

“Modern Elizabethans—high-in-front 
shoes, adapted from 16th century fash- 
ions . .. in keeping with romantic 
trends in the new-season clothes. 

“Higher Shoe Silhouettes—for semi- 
tailored and tailored ensembles. 

“Opera-Line Silhouettes—for formal 
day and end-of-day ensembles. 

“New Lasts for New Fashion—ultra- 
modern silhouettes, developed on new 
lasts ... with new toes, new heels, new 
curves, new lines. 

“Shoes, Bags, Gloves, Hosiery—insep- 
arable, first-of-all accessory affinities 
for your Autumn ensembles.” 


Fine Program for Rochester 
[CONTINUED FROM PAGE 59] 


siastic cooperation. J. Allen Doyle, of 
the Rochester Convention and Publicity 
Bureau, who is working as a member 
of the general convention committee, 
declares that the style show will be the 
outstanding social event of the season 
and will gain many columns of news- 
paper publicity. Tickets of admission 
will be distributed by the various shoe 
and department stores to a select list 
of women buyers of better shoes. The 
show will go on Tuesday afternoon at 


the close of the luncheon-forum. It will 
be held in the Grand Ballroom. 

The convention program, reviewed 
briefly, is announced as follows: Sun- 
day, 27th, 10 a. m., convention opens 
for inspection of samples by buyers 
from all parts of the State; 6.30 p. m., 
board of directors’ business meeting 
and president’s dinner in Palm 
Lounge; 6.30 p. m., dinner-meeting of 
associate members. Monday, 9 a. m., 
breakfast-forum and opening session, 
with President T. Arthur Cohen presid- 
ing; “Welcome to Rochester,” Albert B. 
Eastwood of Wm. Eastwood & Son. 
Co.; “Response,” John Slater, chair- 
man of board; “Where Are Shoe and 
Leather Prices Headed?” Merrill C. 
Watson, executive vice-president of 
Tanners Council of the United States; 
“Shoe Fashions for Fall and 1937,” 
Miss Elizabeth Ambrose, of Harper’s 
Bazaar, New York; “Better Merchan- 
dising of Shoes,” Benjamin F. Sisson, 
president of Sisson Brothers Weldon 
Co., Binghamton; “Why Six Months 
of Losses,” William Pidgeon, Rochester. 

At Monday evening’s banquet Presi- 
dent Cohen will introduce the toast- 
master, Harold F. Quimby, editor of 
The Shoe Style Digest, of Boston, who 
in turn will turn the lights on the fol- 
lowing speakers: John Slater, New 
York, “Why We Are Here”; Arthur D. 
Anderson, editor of Boot AND SHOE RE- 
corDER, New York, “Dollar Bills and 

[TURN TO PAGE 73, PLEASE] 
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appropriate on many Fall 


CO kK PO kK ATION and Winter oxford models, 


They are snappy, too. 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 





BOOT AND SHOE RECORDER, September 19, 1936 


Fashion Future of Footwear 
[CONTINUED FROM PAGE 66] 


have worn; and the necessity for more | 


ball room in last measurement.” 


PATTERNS—Rhea Nichols, Allied | 
Kid Company.—“Shoes will be extreme- | 
ly simple in effect but made intricately. | 


Less ornamentation and more skillful 
designing. More feminine fashion in 


spectator shoes. The ‘bottine’ is an im- | 


portant promotion.” 
DETAILS — Hilda Rau, Robert H. 
Foerderer & Co.—“Ventilation will con- 
tinue and perforations handled dif- 
ferently—in odd sizes and shapes and 


either very small or very large holes, | 
confined to restricted areas and always | 


part of the basic shoe pattern. Con- 
structed cut-outs important. Stitching 
and braiding both in the picture. Em- 
broidery effects new, echoing costume 
motifs. Pinkings and pipings to em- 


phasize shoe lines. Novel lacings and | 
eyelets. Buckles and special buttons in | 
odd metals such as oxidized silver and | 


copper, etc.” 


LEATHERS — Kate Arlene Gold- | 


stein, A. C. Lawrence Leather Co.— 
“Smoother surfaces will lead, in har- 
mony with costume fabrics. Texture 
interest not as important as finish or 
color.” 

COLORS — Pauline Morgan, Amal- 
gamated Leather Company.—“The vol- 
ume colors—black and brown and blue. 
Basic Marronna Brown, basic Marine 
Blue—each have their satelites for high 
style promotion. These new blues in- 
clude the slate and bright coronation 
blue. The new browns include a light- 
er version of Chaudron for dress shoes 
and two spice browns—Cinnamon and 
Spanish Tan to blend with costumes. 
Araby Green continues. Oxblood in- 

[TURN TO PAGE 76, PLEASE] 


Fine Program for Rochester 
[CONTINUED FROM PAGE 71] 


Other Bills”; James H. Stone, manager 
of the New England Shoe and Leather 
Association, “Where Is the Indepen- 
dent Shoe Retailer Headed?”; Lee 
Langston, manager of the National 
Shoe Retailers Association, “Organiza- 
tion and Disorganization.” 

A stag party and smoker will be held 
following the banquet. Good, clean en- 
tertainment is promised, with an ap- 
petizing lunch to follow. 

For the Tuesday noon luncheon- 
forum John Roche, advertising man- 
ager of B. Forman & Co., Rochester, 
will discuss “The Advertising Dollar” ; 
Dr. R. Plato Schwartz of the Medical 
School of the University of Rochester, 
“Health, Feet, Footwear,” and John C. 
Finneran, credit manager of C. P. 
Ford & Co., Rochester, “The Retailer's 
Dollars.” 

T. Arthur Cohen, Albany, is presi- 
dent of the association; C. W. Kelsey, 
Harry H. Phelan, Ernest A. Beaumont 
and James G. Bennett vice-presidents, 
Leslie Gardner, treasurer, and Harry 
A. Chase, secretary. 





4M 
Ive been buying shoes long enough to know what! want 
and when | want it. I'm 52, married and getting just a bit 


‘set in my ways’. 


Certainly, | am interested in the appearance of the shoes 
| wear, but, more particularly, | am interested in the com- 
fort they give me. In fact, I've gone to the same shoe store 
in my home town for the last six years, and all because 


ees specializes in individual fitting and has demon- 





strated his genuine interest in my foot health." 





Satisfied, repeat customers invariably know exactly why they return 
to a particular store .. . it is because they have accepted some spe- 


cialized service that has given that store the edge on competition. 


Establish a specialized service of your own. Give a truly worthwhile 


and distinctive service by featuring Wizard Foot Relief. 


Write immediately and learn about The Wizard Way to Greater 
Profits and More Satisfied, Repeat Customers. 


WALSALL, 


2m a 


49 Sanford Ave. 


a & a: 


RD COMP 


ril Specialties, So., Hamilton, Ont. 





ST. LOUIS, MISSOURI 
ENGLAND 
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and Naud 





SALESMAN WANTED 


POSITION WANTED 





WANTED TO PURCHASE 











SALESMAN for Washington and Oregon. 
Strong in-stock line of men’s dress shoes in 
$4 and $5 grades. Liberal commission with 
monthly settlements. State all qualifications and 
former connections in first letter. Address E-928, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





SALESMEN calling on shoe trade to handle 
fast selling and po shoe novelty accessory. 
Liberal commission. Samples can be carried in 
vest pocket. Send references and territory in 
first letter. Address E-934, care Boot & Shoe 
os 239 West 39th Street, New York, 


” 





Fore. ig FOR SUCCESSFUL 
SALESMEN. We are considering applicants 
now for four territories to start with Spring 
line, October 12th. Are only interested in 
men with long, successful selling record. Ter- 
ritories available are Texas, estern Penn- 
sylvania, New York State and Cleveland area, 

tern Pennsylvania, Maryland, and Delaware, 
Alabama, Mississippi and Louisiana. Line con- 
sists ot Genuine Goodyear Welts of growing 
girls to retail at $3.00 and $4.00, sandals to 
retail at $2.00 and high styles to retail at $3.00 
made in extremely modern shoe plant. Give full 
details and references. Confidential. Smart- 
style Shoe Company, Milwaukee, Wis. 





SIDE LINE SALESMEN with established 
trade, to carry line of Women’s Welt Arch- 
Type, Styled . Instock and make-up. 
Retailing $5.00 to $6.50—Straight egg oe 
basis. All territories. Give references. 

Company, 2604 W. Fond du Lac tanin, 
Milwaukee, Wisconsin. 





BUSINESS OPPORTUNITY 


UNIQUE shoe style service available to all 
shoe mfrs. and designers, keeps you in touch 
with newest creations. $1.95 weekly. Address 
E-917, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 












I know and am favorably known 
to the great majority of shoe 
buyers and retailers, and to the 
shoe and leather manufacturers in 
the country—I am seeking a con- 
nection where this personal good 
will can be put to mutual profit. 
I would be valuable to a tanner or 
manufacturer needing a _ contact 
man or salesman. At present rep- 
resenting manufacturer in Eastern 
and Mid-Western territory but free 
to make immediate change. Negoti- 
ations can be conducted directly by 
addressing the or ag box num- 
ber or confidentially through the 
editor or publisher of this paper. 


Address E-939, care Boot & Shoe 
Recorder, 239 West 39th Street, New 
York, N. Y. 











EXPERIENCED shoe man 35, desires posi- 
tion buyer, manager, assistant, 18 years ex- 
perience in all lines chain, and dept. stores. 
Address E-938, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





Powe Wanted. By experienced Retail 

Shoe Salesman, married. Best of references. 
Minnesota or Wisconsin preferred. For further 
particulars write Edward Johnson, 2109 West 
Ist Street, Duluth, Minnesota. 





FOR SALE 


FoR Sale—Modern Family Shoe Store—flour- 
ishing section of Brooklyn—moderate rental— 
Reason for sale: Must devote full time to - 
of-town business. Address E-940, care Boot & 
agg Recorder, 239 West 39th Street, New York, 








BUSINESS OPPORTUNITY 





LINE WANTED 


SALESMAN now selling volume buyers. Has 
large following, P ais pnd acquainted with 
all merchants in Louis and surrounding 
territory. Desires line of snappy ladies’ dress 
shoes and growi girls’ oxfords to retail at 
$2.00 and $3.00 for this territory; 12 years 
with one of the country’s largest manufacturers. 
pe a. of 1, *.. Reference. Address E-937, 
Recorder, 239 West 30th 

Street, rie York, N. Y. 








HELP WANTED 


WANTED, neggmaengy 1 Graduate Chiropodist 
shoe salesman, one experience and 
ability. Southern _ wis, 000 i mg Address 
E-941, care Boot & hoe Recor 239 West 
3Sth Street, New York. 6 








Money in Foot Correction— 
BE A TECHNOPEDIST 


p> graduates are building successful practices in 
new and dignified —— ree Study 

furnished at low cost. Easy terms. Write. 

THE TECHNOPEDIC INSTITUTE 

665 Broad Street Newark, N. J. 























Store Opens in Fall River 


Fatt River, Mass.—Williams Shoe 
Store is a new retail shoe business 
started at 1332 Pleasant Street as a 
family shoe store. 





CASH FOR BRANDED SHOES 


Men’s, Women’s—Factory or Retail 


“Wanted: Red Cross, Florsheim, Arch Preserver, 
Enna Jettick, etc., \otagats Bush, Bos- 
tonian, Walk- ‘Over, ete. 


BARIS SHOE COMPANY, Inc. 
79 READE STREET, NEW YORK 
Telephone WORTH 2-5180, 518! 








WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, mcrae ter: Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Etc. 

IRVIN RUBIN 

“The House of Jobs’’ 

89 Reade St., } Bing Church 

Phone Barclay 7-7887 New York City 








Buyers of Surplus Stocks 


tire stocks of shoes 
ret aa a‘ lr 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 








Phone WOrth 2-5377 and 5378 











"Bike" Types for 1937 


Boston, Mass.—Samples of New 
England novelties, of the popular grade 
class, feature the bicycle shoe for 1937. 
It’s no more like the once familiar bi- 
cycle shoe, of the days of “A Bicycle 
Built for Two,” than an airplane is 
like a bicycle. It is of the bright-hued 
leathers and the vamps and quarters 
are perforated like a sieve. It is wood 
heeled: quite high, and is a style for 
dressy street wear. 





Store Celebrates Anniversary 


Watta WALLA, WasH.—Tying into 
the “Wagon’s West” pageant and cen- 
tenary.of Walla Walla, the J. C. Pen- 
ney Co. store here established its right 
to be considered one of the pioneers 
with its “quarter-century of shoe sell- 
ing.” Wilke Hyer opened the Penney 
store 25 years ago and succeeding man- 
agers have stressed shoe sales at this 
outstanding Walla Walla outlet. 





When a 
acini should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all —e ren See Mini- 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 

Classified advertising is payable in. advance. 

(&S Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Ge§ 
? 
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Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 


1936 











story hotel. 


(either in cards or book form) on 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, IIl. 


When in NEW YORK—Pick the Piccadilly 


Say “Hello” to a good “Buy!” 
Here, Times SQUARE is all "ROUND 
you—just a stone’s throw to “Radio City”’, 69 theatres, 
mid-town business offices and railroad terminals. 
Patronized by shoe executives from coast-to-coast. 


Bright, quiet, richly furnished rooms—with baths 
—<deep, soft “sleepyhead” beds and all up-to-the- 


Stay at this New, 26 


$9.50 


Daily rates begin as low as Single 








Write for reservations. 
FACTS about N. Y.!” 


HOTEL PICCADILLY 


45th St., just West of B'way 


Ask for a copy of “1,001 








T. J. Mattieu, Manager 











“I Have a Bite” 


[CONTINUED FROM PAGE 69] 


you will make a friend for life. When 
the large toe joint is prominent it 
causes unsightly wrinkles behind the 
toe boxing, to the great mortification 
of the wearer, male or female. 

Cut a piece of heavy sheepskin into 
a half moon shape. Skive the edges 
all round. Paste it securely on the lin- 
ing under the spot that wrinkles. Put 
on a last and let it dry out thoroughly. 

I (almost) guarantee the lady cus- 
tomer will kiss you when she puts the 
shoe on and finds it slick as a whistle 
from the joint up to the toe boxing. 
And better yet! Since the wrinkle is 
gone you can hardly notice she has a 
joint at all! 

This trick works best when used on 
a brand new shoe in which no wrin- 
kles have become “set.” After a month 
or so it may become loose. All right, 
put another one in and get another 
kiss. 

Toe lining worn through. This 
trouble was frequent on men’s shoes 
around 1929 when we had a run on 
flat toe boxes that didn’t give the big 
toe enough clearance. We still have it 
on a few customers whose toes turn 
up (while they are still alive). A 
skived sheepskin patch pasted on the 
lining and dried on a last constitutes 
a makeshift repair. It usually wears 
out soon and must be replaced. 

Lining wrinkles. Dampen the lining 
with several applications of water in 
the. hand, pulling toward yourself to 
pull the wrinkle out. Then put plenty 
of powder, a spoonful or more, on the 
damp lining. Put a small last in care- 
fully and tighten it just a little. Loosen 
the last and remove it. Feel around 
inside to see if the wrinkle is gone. If 
not, fuss with it the same way till 
you are sure it will dry out smooth. 

Then put the last in—I mean 
stretcher, of course—and make it snug. 
Do not make it tight, as you want the 
lining to shrink in drying. Use plenty 
of powder. It dries with a starchy stiff- 
ness, which makes sure the foot will 
not pull another wrinkle as it goes in. 

Sewing buckles on operas. Every 


few years buckles-on-operas become im- 
portant in the shoe picture. Putting 
these buckles on properly has always 
been a problem. The ready-made metal 
attachments that clasp onto the throat 
of the opera are not always satisfac- 
tory. Sometimes they hurt the foot. 
Sometimes the buckle breaks off from 
the upright bar and is lost. 

Consequently many fine stores stick 
to the old reliable method of sewing 
a piece of buckram backing to the 
pump and then sewing the buckle to 
the buckram. But the trick lies in sew- 
ing the buckram so it will stand up 
stiff and firm, away from the instep a 
bit. 

Here is the solution: Cut the bottom 
of the buckram straight, but form that 
straight line into a curve as it is 
sewed to the throat of the opera. This 
is not such an easy trick, so I’ll go into 
detail. 

It takes three pieces of buckram, 
stitched together, to give this backing 
the proper firmness. Cut into shape 
slightly larger than the buckle, except 
at the bottom, which must be a little 
smaller than the buckle. (Cutting 
larger at the start allows you to trim 
off one side or the other if you sew it 
on a little off center.) 

See Fig. 11. The bottom of the 
buckram, A B C, is a straight line. 
Put B in the center of the shoe and 
stitch with the machine. Pull corner C 
around to the vamp line, hold firmly 
and sew from B to C. Then go back 
end pull corner A back to the vamp 
line. This forces the buckram into an 
erect, curved shape— just what you 
want. 

Sew from A around to C. Go back 
and sew from A to C a second time, 
making sure both corners are fast. 
(Note: If you start your first sewing at 
A instead of at B, you will invariably 
get the buckram placed to the right 
of the center. Stitch the center first.) 

Now trim the buckram just a mite 
smaller than the buckle. Before sew- 
ing on the buckle, lay a satin ribbon 
on top of the buckram, then stitch 





MERCHANTS’ NEEDS 








Increase Your Sales 


Install the SHOE DOCTOR SHRINK- 

ING DEVICES and give your cus- 

tomers shoes that conform to _ their 

feet and fit perfectly and scientifically 
: n every detail. 


These shrinking devices enable you to 
make all your customers not only satisfied 
but permanent by giving 
them added service in 
eliminating gaping and 
fullness from around the 
top of shoes, preventing 
slipping at the heel or 
gaping at the sides, and 
by removing wrinkles 
from quarters, vamps, 
and linings. These de- 
vices when used with 
our specially prepared 
fluids, which are scien- 
tifically necessary, 
shrink fullness from all 
leathers or fabrics with- 
out harm to either. 
Send your order or write for detail in- 
formation. 

Special combination offer $25.00 (fluids in- 
cluded in above prices) f.o.b. Indianapolis, 
Indiana. 


E. C. SMELTZER CO. 


121 E. 5ist Street, Indianapolis, Ind. 


sj20( 


Curved type iron 











buckle to buckram. Do not depend on 
the center bar of the buckle, for it often 
breaks where it is soldered to the 
buckle. 

Sew through the buckle itself at 
several places. Finish the job by cover- 
ing the back of the buckram (thereby 
hiding the stitches) with the rest of 
the ribbon which already covers the 
front of the buckram. 

(To be continued.) 


Retail Store Moves 


PirrsBuRGH, Pa.—R. G. Bosau, Mt. 
Washington shoe retailer, has moved 
his store into the downtown section on 
Smithfield Street. Known as the Bosau 
Shoe Store, the establishment features 
popular-priced merchandise for the en- 
tire family. 
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Walter J. Booth Dies 


MILWAUKEE—Walter J. Booth, 
founder, president and treasurer of the 
Walter Booth Shoe Co., died suddenly 
of a heart attack at his home here at 
6:30 Tuesday morning, Sept. 15. He had 
been at his office on Monday, although 
he showed signs of illness on Thurs- 
day of last week while golfing. He was 
62 years of age. 

Born at Effingham, IIl., Mr. Booth 
was identified with the boot and shoe 
industry during practically all of his 
business life. He started as a salesman 
in St. Louis. From there he went to 
Milwaukee and for 15 years was sales 
manager for the Weyencerg Shoe Mfg. 
Co. With associates he purchased the 
Beals & Torrey shoe factory at Water- 
town, Wis., and established the Walter 
Booth Shoe Co., with general offices in 
Milwaukee. 

Mr. Booth was a member of the Na- 
tional Boot and Shoe Manufacturers’ 
Association and during the days of the 
National Recovery Administration he 
served or the Code Authority for the 
shoe industry. He was active in many 
clubs and organizations. Funeral ser- 
vices were held on Thursday of this 
week. 


Fashion Future of Footwear 
[CONTINUED FROM PAGE 73] 


creasing in importance abroad es a 
contrast shoe. Paris Gray probably to 
repeat its Spring, 1936, record. The 
new beige especially good in combina- 
tion shoes of black, brown and blue.” 


Children's Style Conference 


With the steadily increasing interest 
in correct fitting of children’s shoes on 
the part of both the public and the 
trade, the methods and necessity for 
attaining this objective occupied the 
major portion of the consideration of 
the committee. It was brought out 
that surveys showed that at the early 
age of five years, 41 per cent of the 
children examined in all sections of the 
country had some type of foot trouble, 
and the percentage increased to 53 per 
cent by the ege of 10. It was also found 
that a fair proportion of this was 
caused by the wearing of shoes that 
were outgrown. 

The report will therefore stress the 
importance of influencing as far as pos- 
sible the frequent renewal of shoes 
especially during the formative and 
rapidly growing period of early youth. 
In order to simplify and bring into con- 
formity with present buying prectices 
the classification of boys shoes, the 
committeeafter an exhaustive discussion 
recommended that the classification of 
both little gents’ and youths’ size runs 
be eliminated, and that the classifica- 
tion of boys’ shoes be in ranges from 
1 to 7 and a new classificetion big boys 
from 7% up. 

The meeting was under the leader- 
ship of John Downey of Hutzler Bros., 
Baltimore. 
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TEXAS 
come JUSTINS 


The name Justin has be- 
come just as much a part of 
Texas as the names of Crock- 
ett, Bowie or the Texas Ran- 
gers. For Justin Boots have 
been on the feet of cattle- 
kings—bronco-busters—out- 
laws—sheriffs and everyday 
cowboys for nearly three 
score years. 

This year the State of Texas 
celebrates its 100th birthday. 
It offers to the visitor a wealth 
of romantic Historical Exhib- 
its. Vast natural resources of 
oil, cotton, sulphur, thousands 
of cattle and sheep grazing 
its limitless prairies — thriv- 
ing, bustling, industrious cit- 
ies—all building the econom- 
ical independence of a great 
Western Empire. ... 

Plan to visit this great State 
this year, and join in the 
friendly celebration. Put on a 
big white hat, slip into a pair 
of fancy Justin Boots, and 
have the time of your life 
whooping it up! 


CENTRAL EXPOSITION—DALLAS 
FRONTIER SHOW—FORT WORTH 











26, 


1936 


Boots and Shoes . . . Boots and Shoes! How naturally 
those two words go together—and for a very logical reason. 
Boots and Shoes have been traveling side by side for years. 

Down in Texas Justins have been boot makers to the West 
since 1879. For these 57 years they have been putting qual- 
ity footwear on the feet of men in all walks of life—"cattle- 
kings,” “senators,” “bankers,” ‘sheriffs,’ even outlaws and 
thousands of regular everyday ranchers and cow-punchers. 
Through these years of service Justin Boots have become the 
standard of the West. 

Now these 57 years of boot manufacturing were extremely 
valuable experience and worth a lot when Justins started to 
make Justin Easy-Walker dress shoes, and the Justin Shoe 
for men. They made them with the same care, the same 
quality materials, and on patterns that come from the style 
center of the nation. So, it's no wonder these shoes go right 
along with the Boots. A real team, with quality in every 
stitch—Boots and Shoes! 


J. S. (John) Justin W. E. (Earl) Justin 


BOOT MAKERS TO THE WEST 


Back in 1879 H. J. Justin set up his little Boot Shop with the total cash 
capital of 25 cents in government “shinplasters”—and plenty of pioneer 
determination. As the years went by his business and his family grew. 
As his sons got older, he took them into the business, and trained them to 
“carry on” the traditions of skilled craftsmanship, quality materials and 
square dealings. 

Today these three sons “carry on” the business with those long proven 
basic principles, but with the most modern methods and equipment to aid 
good workmen. The “Justin Boys” will always give you a square deal; 
Justin products will make money for you—which make a swell combina- 
tion. Write them today for new Boot and Shoe Catalogs . . . or better still, 
drop in and see them when you come to the Fort Worth Frontier Centennial. 


H. J. JUSTIN & SONS, INC. 
FORT WORTH, TEXAS 


MAKERS OF JUSTIN COWBOY BOOTS - JUSTIN LACE - RIDING AND FIELD BOOTS 
JUSTIN EASY WALKER SHOE AND THE NEW JUSTIN QUALITY SHOE FOR MEN 


S. A. (Sam) Justin 
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Particularly in the shoe world, where craftsmanship has been a cher- 
ished principle since the trade began, the personal equation is an im- 
portant factor. But in a larger sense, business now means a relation- 
ship between human beings. Out of that relationship must come the 


negative or the positive of mutual satisfaction and benefit. 


From every skin of LEVOR white washable kid comes the positive 
actuality of this business concept. The manufacturer proves to him- 
self that it is peerless, dependable leather. The retailer demonstrates 
to his profit that LEVOR white kid fulfills a vast, ever-growing de- 
mand. The ultimate customer shows by her repeated purchases that 
she derives decisive satisfaction. 


LEVOR’S business . . . specializing in the year-round tannage of 
“THE WHITEST WHITES” ... is built upon trade-wide satisfac- 


tion and benefit. 


G. LEVOR & CO., UNC. 


Tanners 60 Years 


GLOVERSVILLE NEW YORK 





1122—Men's Black Elk, 18 inch 
blucher, Goodyear 
stitched, wide backstay, 
double oak sole, leather 
heel. Sizes 6/12 


1123—Same in Tan Elk. 


7@—Men's Cherry Elk, 16 inch 
blucher, nailed, wide back- 
stay, grain insole, oak mid- 
dlesole, no-mark outsole, 
rubber heel. Sizes 6/12... 


1136—Men's Eskimo Calf, 16 
inch blucher welt, leather 
vamp lined, grain gusset, 
strap and buckle, wide 
back-stay, outside counter 
pocket, leather caulk welt, 
double oak sole, leather 
heel, all leather. Sizes 
5/12 


1137—Same in 18 inch pattern. 
Sizes 


576—Boys’ Black Elk, I! inch 
blucher, nailed, strap and 
buckle, no-mark outsole, 
composition middlesole, 
rubber heel, caulk welt. 
Sizes 1/6 


5764—Same in Little Gents’. 
Sizes 9/13, 





| THE WHIR OF WINGS... 


and Mi-Cut line time is here 


WITH sportsmen or outdoor workers, Endicott 
Johnson Hi-Cuts are always popular... . for Endicott 
Johnson Hi-Cuts are strong and sturdy. They're 
built for rough, tough wear. They'll keep feet dry 
and comfortable, and give the outdoor man or boy 
greater satisfaction in work or sport. 


Cash in on these well made, extra profit producing 
Hi-Cuts. They're well known to the wearer, as shown 
by the increasing demand. 


Be sure your stock is complete. We have them all 
in stock for orders and reorders. 


583—Boys' Black Elk, 12 inch 
blucher, nailed, % double 
oak sole, leather heel. 
UM es. Lc cuccecaes 


65—Men's Black, I5 inch 
blucher, nailed, % double 
oak sole, -grain_ inner, 
leather heel. Sizes 6/12 2.85 


a 

















There’s good breeding and a pedigree behind 


Colonial Black Patent. Only the best of 
selected skins are good enough for it. Costly 


research made it possible Sig og special proces- 


sing and rigid quality-control keep it uniformly 


the finest, from tannage to tannage, and from 
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Shoe by 
Gregory & Read 
in Colonial Black Patent 


IOCRHI 


year to year. Gregory & Read tried many 








black patents for their gorgeous Step-In and 
chose Colonial — for its matchless brilliance 


. its fine grain 4 ° the permanence of its 


finish . . 
Colonial Tanning Company, Boston, Mass. 


. and its superb working qualities. 


IAL 


Black Fatent 
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RAINY DAY 


@ You don’t have to wait for a rainy day to 

sell Ariels — you can sell them every day. 
They are ideal footwear for suggested selling — 
especially at this season when every customer 
who comes into your store knows that protective 
footwear will soon be needed. Ariels are not 
ordinary “rubbers.” They have features that give 
them a definite selling appeal. They are light — 


ounces only—and unlined. The wearer is almost 


LLS EVERY DAY 


unconscious of having them on. They stretch on 
or off with astonishing ease. They fit “like the 
paper on the wall.” They have a patented, non- 
tearing edge. They are trimly made and look as 
well as the finest of shoes. To show them and 
demonstrate them is to sell them. If you want 
to boost your protective footwear sales—and 
profits—now and throughout the season—write 
today for full details. 


MISHAWAKA RUBBER 


AND WOOLEN MFG. CO. 
MISHAWAKA, IND. 


ARIEL FOOTHOLD 
Lightest Practical Construction 


MENS 
ARIEL CLOG 
A rubber men like 


SAVOY ARIEL 
Smart Kid Leather Finish 





CHILDS SATIN FINISH 
with stretchy net lining 


MENS 
SAVOY ARIEL 
Looks like a 

kid leather oxford 
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a perfect 


FLEXIBILITY 


A SNUG FIT AT THE ARCH 


The customary operations of 
welt construction are used until 
the sole is ready for attaching. 


In Compo Welded Welts the 
outersole is shaped and fitted 
before it is attached. No chan- 
nel is necessary. 


The bottomed shoe requires no 
heavy rolling to force it to look 
trim and tailored. 


T In the new Compo Welded Welt, the foot 
lands on a solid, flexible piece of sole leather. 
It has no channels to loosen, fray and “peel”. No 
holes to leak — no stitches to squeak. A perfect 


sole, natural and clean-cut. 


| It also lands on a shank which is equally 
natural in its trim, tailored arch. This is 
because the shoe is shaped on the last at the 
time it is made, and not pounded into shape after- 
wards, as with the old method. The result is a 
shoe which fits better and holds the shank lines 


under the longest and hardest kind of wear. 


3 And after the foot lands there's a comfort 
which no other type of shoe can give. 
The Compo Welded Welt is a flexible shoe that 
feels soft because it truly fits and moves natur- 
ally with the foot. Even so, it is a strong, rugged 
shoe and can be made with a sole of any thick- 


ness or any width of extension edge. 
Compo Shoe Machinery Corp.; Boston, Mass. 


« « « 28,669,610 pairs of Compo Shoes were 
made in the first § months of this year. 


-point landing 


NO MORE PEELY SOLES 


Perfect adhesion is assured by the 
use of Compo Cement formu- 
lated exclusively for Compo 
Shoes by the du Pont Company. 


The Compo Conveyor—greatest step 
forward in 150 years of American 
shoemaking. Since 1929 more than 
161 million pairs of the best 
cemented shoes have been made 
on machines of this type. 


Gm) 


WELDED WELTS 


THE GREAT ADVANTAGES OF CEMENTED SHOES ARE OUE ENTIRELY TO COMPO ENGINEERING 
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PADOVA CUSTOM-MADE FOOTWEAR — ready- 





to-put‘on shoes which look and feel as though 

made to order. The result of years of experi- 
menting, during which our artists made as many 
sketches (almost) as the architects of our charming 
neighbor, Rockefeller City and achieved something 
equally breath-taking, in a smaller way. Perfectly 
balanced lasts that divide the weight equally be- 
tween the ball and heel. Hand-made, with that fine- 
ness of detail which can be achieved only when 


artist and craftsman work together. From 20.00 


SAKS FIFTH AVENUE 


NEW YORK CHICAGO 





Fi 
afi 


Designed by ANDRE PERUGIA 








Executed by DOMINIC LA VALLE 


CLASSIC, imported suede with 
calf, hand-tooled leather heel, 
22.50 


AUTONE, imported suede with 
silk kid pencil lines. It comes in 
black, blue and brown, 20.00 


BOIS, imported suede with 


lizard. Black, brown, blue. 22.50 


VICTORIA, mottled alligator 
lizard with brown patent leather, 


27.50 












REPRINTED FROM VOGUE, FROM THE OCTOBER 1, 1936 ISSUE 


CUSTOM BOTTIER, NEW YORK 


Perfection on your feet. Each shoe a triumph of line and beautiful detail. They are made on lasts. 
which are definitely recognized as the finest fitting in the country. And because all La Valle shoes are 
hand-made by master craftsmen who find pleasure in good workmanship, every one has somewhat 


the feeling of a flawless, perfectly-finished jewel. Styled to complement this season’s modes. 


* Maker of famous Fenton Last gs Footwear for Saks Fifth Avenue 


GENDARME, suede tn the CASTLE, ideal town-to-coun- \\ || MARIPOSA, gilded ked lining FRESNO, calf and suede tat- 
new begher-in-front effect. Bow- try shoe. Fringed tongue shoot- for its loop trimming and pen- lored to a T. An oxford to 
and-lacing inlay of grosgrain. ing high in front, walking heel cil binding. Slenderly high heel. accompany your smartest suit. 
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SAS RDFA TINA AE MET STR Pe TRILE 


SP AR ARENT 





Fo a PNP 


This Fall over twice as many women as ever before will see our national 
advertising on Florsheim Shoes for Women—for our magazine campaign 
has been more than doubled. Such a tremendous increase would not be 
practical if our dealers’ sales had not mounted steadily and consistently 
year after year ... a fact of the utmost importance to other merchants. 
During the selling season the Florsheim magazine circulation will reach 
a total of over twelve million a month... the largest, we believe, in 
the industry. ..and an investment we are making to insure the con- 
tinuation of our rapid progress. Retailers in communities not served 
by present Florsheim dealers will do well to investigate the selling pos- 
sibilities of Florsheim Shoes for Women—we’ve stated they are the 


fastest growing line of quality footwear in America — we repeat it here. 


THE FLORSHEIM 


for Women 


THE FLORSHEIM SHOE 
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O \ \ WE’RE USING A MEGAPHONE 
WE'VE MULTIPLIED OUR MAGAZINE ADVERTISING by ) 


COMPANY @ Manufacturers 


















In 
Stock: 


THE SURREY 
W-301 


A high riding tie 
with Feeture Arch 


TO RETAIL AT 


‘Q* 10” 
SHOE 





e CHICAGO 
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